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FAT PAY ENVELOPES 


FAT PAY ENVELOPES today are common. Many people who, a 
few months ago, were unemployed and possibly on relief, are now work- 
ing and receiving more pay than they ever did in their lives. 


FAT PAY ENVELOPES, to many of them, mean luxuries. They 
are buying things that they wanted for a long time. Many of them are 
spending it as fast as they are making it and they are making no attempt 
to pay off their old debts. 


SOME OF THESE people owe you for merchandise they bought or 
services you rendered months and months ago. They will not pay up 


voluntarily. 


THESE ARE BOOM DAYS but no one knows how long they. will 
last. Now is the time for action. All of your accounts that are six 


months or more past due should be listed with us now. Tomorrow may 

















be too late. 
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Save on supplies through 
Burroughs Discount Purchase Plans 


t Burroughs typewriter ribbons give clear, 
i clean-cut printed results during long. 
continuous use. These ribbons—as well as 
equally fine ribbons for cash registers. 
ding ti and other business 
hi available to you at savings 
of 10% to 40% through Burroughs Dis- 
count Purchase Plans. Investigate the 
many advantages of filling ALL your rib- 
bon requirements through this one con- 
venient source. Call your local Burroughs 
office or write B gh ddi Mach 
Company. Detroit 32, Michigan. 
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““NEW RICH’’ 
A CREDIT RISK? 
use this plan... 





Thousands today have new purchasing power. How 
can you extend credit to such “new rich" customers 
at minimum credit risk? The answer: Rand McNally 
Budget Coupon Books. They also reduce book- 
keeping, eliminate many time-consuming details. 


For full information, write RAND McNALLY & 
COMPANY, Dept. C-103, 536 South Clark St., 
Chicago 5; 111 Eighth Avenue, New York City 1; 
559 Mission Street, San Francisco 5. 


RAND McNALLY 
BUDGET COUPON BOOKS 


Please Mention The CREDIT WORLD When Writing to Advertisers l 
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Standard Application Form 


HE sale of over two hundred thousand during the past year is con- 
clusive testimony of the popularity of this form. Increase the efficiency 
of your department by ordering a supply immediately ! 


x * 


The actual size of the form (reproduced below) is 7 inches by 91 inches. 
Printed in one color. Blocked in pads of 100. Prices: 100, $0.75; 500, $2.50; 
1,000, $4.25. All prices include postage. Printed and stocked in Canada. 
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Mister—youtre getting paid in DYNAMITE! 


ET’S NOT KID OURSELVES about this. 

Our pay envelope today is dynamite. 

If we handle it wrong, it can blow up in 

our face . . . lengthen the war... and 

maybe wreck our chances of having 
happiness and security after the war. 


The wrong way to handle it...and why 


The wrong way is for us to be good-time 
Charlies. To wink at prices that look 
too steep . . . telling ourselves we can 
afford to splurge. 


We can’t afford to—whether we're 
business men, farmers, or workers. And 
here’s why: 

Splurging will boost prices. First on 
one thing, then all along the line. 

Then, wages will have to go up to 
meet higher prices. And higher wages 
will push prices up some more . . . faster 
and faster, like a runaway snowball. 


The reason this can happen is that 
there is more money in pay envelopes 
today than there are things to buy with 
it. This year, we Americans will have 
45 billion dollars more income than there 
are goods and services to buy at present 
prices. 45 billion dollars extra money! 

That’s the dynamite! 

The right way to handle it...and why 
Our Government is doing a lot of things to 


keep the cost of living from snow-balling. 

Rationing helps. Price ceilings help. 
Wage-and-rent stabilization helps. High- 
er taxes help. They’re controls on those 
dangerous excess dollars. 

But the real control is in our hands. 
Yours. Mine. 

It won’t be fun. It will mean sacrifice 
and penny-pinching. But it’s the only 
way we can win this war. . . pay for it 

. and keep America a going nation 
afterwards. 

And, after all, the sacrifice of tighten- 
ing our belts and doing without is a 
small sacrifice compared with giving 
your life or your blood in battle! 


Here’s what You must do 
Buy only what you absolutely need. And 
this means absolutely. If you’re tempted, 
think what a front-line soldier finds he 
can get along without. 
Don’t ask higher prices—for your own 
labor, your own services, or goods you sell. 


Resist pressure to force YOUR prices up. 

Buy rationed goods only by exchanging 
stamps. Shun the Black Market as you 
would the plague. 

Don’t pay a cent above ceiling prices. 

Take a grin-and-bear-it attitude on taxes. 
They must get heavier. But remember, 
these taxes help pay for Victory. 

Pay off your debts. Don’t make new ones. 
Getting yourself in the clear helps keep 
your Country in the clear. 

Start a savings account. Buy and keep up 
adequate life insurance. This puts your 
dollars where they'll do you good. 

Buy more War Bonds. Not just a “per- 
cent” that lets you feel patriotic, but 
enough so it really pinches your pocket- 
book. 

If we do these things, we and our 
Government won’t have to fight a post- 
war battle against collapsing prices and 
paralyzed business. It’s our pay envel- 


ope. It’s up to us. 


KEEP PRICES DOWN! 


Use it up « Wear it out 
Make it do « Ordo without 





This advertisement, prepared by the War Advertising Council, is contributed 
by this Magazine in co-operation with the Magazine Publishers of America. 
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Postwar plans will become operative when the last 
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. . . a | °S 
gun is fired or even before. So stated Richard H. i z 
Stout, President of the Morris Plan Bankers ian de 
Association, Washington, in this thought-provok- financiz 
ing talk which he gave before the Southern Con- ee 
ference, Ansley Hotel, Atlanta, Ga., Aug. 17-18. il Ps 
ww eee eee ee NS ewarw wa can we 
— , = , a heal . Ement, 1 
In the beginning God created the heaven and the light of “holding on.” Unless we can justify our exis- exploits 


earth. We are not given much light as to just what the 
creation of heaven amounted to nor the proportion of 
the lapsed time allotted to the over-all job of creation 
that was devoted to it. But, we are left with concrete 
evidence of the job done in creating earth and its crea- 
tures, evidence that it was done according to blueprint 
by careful stages, each of which supported its successor 
and successors. The structure of the thing makes it 
apparent that it was not done in the twinkling of an eye 
as a magician would toss a cloth over his hand and re- 
move it with no greater benediction than “AbraCada- 
bra” to reveal the globe full blown. 

It is immaterial to the point whether the days applied 
to the task were 24-hour days or each a sepaiate aeon. 
And it is immaterial whether it was done in 4004 B.C. 
as Archbishop Usher says or in a B.C. year with a New 
Deal budget figure as scientists would have us believe. 
The fact remains that the job has stood up with the 
benefit of occasional more or less minor repairs and im- 
provements down to the present time. We, in 1943, 
are confronted for the first time with a movement for a 
general overhaul, a blueprinting of a job so stupendous 
that it defies imagination, would redraft human rela- 
tions, rewrite economic principles, break down geo- 
graphic barriers, change the very flow of the waters 
over the earth which the Almighty did not get around 
to ordering until He was well along with His job. 


Over-All Blueprinting 

We, as businessmen, with what we feel to be a sub- 
stantial investment in this nebulous future, can no more 
head off this over-all blueprinting than we could have 
headed off the original blueprinting. But this time we 
do have the advantage of advance warning and the op- 
portunity to climb aboard with constructive contribu- 
tion which it is to be hoped will leaven the loaf and 


keep the feet of the thing on the ground. Before we are 


in position to do that job we shall find it necessary to 
clarify a lot of our own thinking, to divest ourselves of 
some of our traditional beliefs and practices, to get the 
vision of our several industries as fractions of an eco- 
nomic whole, to apply a “good neighbor” policy to one 
another, to evaluate ourselves introspectively in the light 
of our contribution to a new world rather than in the 
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tences to one another and relate ourselves to other busi- 
ness in the blueprint stage, we might as well find a new 
vocation for we are doomed to find no place in the new We 
world of tomorrow. This means that we must get busy 
with this business, that we must have new and workable 
and comprehensive plans fitted to the new conditions 
and anticipating them if we are to save ourselves and 
fulfill our obligation to save the fundamentals of the 
system which has contributed the most to the betterment 
of mankind. 
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Some of you are probably thoroughly tired of th ae 


whole business of postwar planning, believing that it has 
become a mania with amateurs and professionals alike, 
that it consists of many big words and much beclouded 


that or 
grows 





: re Pinel and spc 
and biased thinking, that it is not translated or translat- ong 
able into down-to-earth doing. There are plans and = 


planners of nearly all colors, shapes and sizes; plans by Board 
government, plans by dreamers, plans by those who, 
given half a chance, would make over God’s foundations 
themselves and look forward to a reward consisting of 
taking Him to task for defects in His unrevealed heave 
itself. There are plans by businessmen. But, the bulk 
of these business, plans isolate each industry or eac 
business unit in a watertight compartment of its own 
largely ignoring three vital factors which are: (1) The 
role which government must play; (2) the legitimate 
aspirations of other trades; and (3) the integration upo 
which all trades and businesses must depend for existence 

Now it is abundantly apparent that all plans and al 
planning must be integrated, and I point to you the pre 
cise meaning of that word, “to bring together all parts 
to give the sum total of, to become complete.” 
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Remaking the Worl@: trem 

Thinking businessmen must know that they canno chase o 
alone evolve a plan for the remaking of the world. Thegstances 
are no more capable of doing so beyond the limits o Tisks to 
their own field than are professional politicians, or reg’ 2"SV 
formers, or sociologists, or international lawyers or clergyeePende 





capable of devising a workable role for business. “Th@evern 
point is that business will not have done its proper shar Ther 
will not have applied the practical and restraining touchg'tions 
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will not, as only it can, have supplied the real tools wit 
which over-all objectives can be approached unless it 
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several blueprints are carefully pieced together in ad- 
vance by business. The manufacturer must know what 
the distributor plans, the two of them must know the 
plans of the financier and the credit man, and they 
theirs; all must know something of what government 
plans in its role as arbiter and it, in turn, must have 
suficient advance warning to be in position to referee 
soundly and considerately rather than on the basis of 
expedience. This makes it incumbent upon business to 
undertake over-all blueprinting of the role of business, 
to insure the smooth flow from the raw product to the 
widespread consumption of the finished product; and by 
thus doing to insure the full employment and the maxi- 
mum national income which are required by our present 
financial position and the demands of society. 

Only by such intelligent blueprinting, the exposition 
and defense of those plans, by an irrefutable logic which 
will leave government no alternative to their acceptance 
can we forestall the taking of the major role by govern- 
ment, the relegation of industry to a mere tool for the 
exploitation of politicians and organized minorities. 


Fear of Government Domination 
We fear the role of government and that too is with 
good reason. Yet we too often play our cards as though 
we were intent upon having it take the ball and regi- 
ment us to its heart’s content. The very tendency of the 
trades to build watertight compartments about them- 
selves and their future plans makes for the division which 
has enabled government and organized minorities alike 
to invoke the Hitlerian principle of “divide and rule.” 
We resent regulation and regimentation and we know 
that one regulation begets another and that the thing 
grows until it is out of all bounds. Yet we encourage 
and sponsor that regulacion which may temporarily serve 
selfish purpose. For example, there are those among 
retailers who are demanding that the Federal Reserve 
Board make plans for projecting Regulation W _ indef- 
initely into the postwar period. They like the hamper- 
ing of credit terms which makes for more cash sales, 
and puts their smaller competitor out of the running. 
They ignore the legitimate aspirations of small business 
and the rights of the customer who does not have the 
cash to lay on the counter. They will be the first and 
the loudest of the screamers when that regulation begets 
another that runs counter to their interests. Like the 
oolhardy German industrialists who supported the Nazis 
they have childish faith in their ability to turn back the 
lock. 
In my own business of banking we have encouraged 
overnment to underwrite our deposits. Now some of 
us are even asking that government continue and spread 
its practice of underwriting our loans. We are making 
a tremendous portion of our earnings through the pur- 
chase of government bonds and notes, in too many in- 
stances evidence of a shifting of the lending function and 
risks to government. If it continues we may find it hard 
to answer the question as to how we will justify our in- 
dependence, why banking, which has not become a strictly 
government function, should not be taken over by it. 





Then there are the haphazard and unreasoning_po- 
‘itions too often taken by business groups. To come 
back to the prime example (which pops into both your 
ind and mine when we think of regulations), Regula- 






tion W, I have seen a demonstration of this in your own 
group. Weighing the question of whether Regulation 
W should be continued into the postwar period, there 
was a disposition to ignore the angles of the problem and 
to consider the question as though it had been posed 
without elaboration and in these words: “Do you want 
government regulation of business?” When the ques- 
tion is put to you like that there can be but one answer 
and that is “no.” With that question I can get una- 
nimity out of almost any business group and find a tre- 
mendous majority of government men who would an- 
swer it in the same way. That is the same line of rea- 
soning which blindly assumes that all problems will be 
solved overnight by the cessation of hostilities in our 
favor, that sees us going to bed one night burdened down 
with tremendous troubles and overwhelming sacrifices 
and getting up the next morning to a land of milk and 
honey, bereft of all restraints and with profits to be had 
for the asking. That is the fallaciously alluring note 
on which we ended the last war, the philosophy of nor- 
malcy which created dislocations in industry, depression, 
a gambler’s holiday in the business world, breadlines, 
paternalism, collapse, government competition and ulti- 
mately war again. That view ignores the obvious con- 
clusion that peace will but bring the beginning of great 
problems, that it will remove the popular impulses and 
enthusiasms which have kept us afloat. It ignores. the 
unflinching determination of both government and the 
public that we shall not return to a day of business pi- 
racy and exploitation; the responsibility of government 
to ease the readjustment through avoiding violent dis- 
locations of employment and business; the fact that 
government must be the partner of business, if for no 
better reason that it shall have to command at least 25 


‘per cent of national income; hence must play a major 


role in any plans or aspirations which business may have. 


Sayings of Obstructionists 

To simply say, ““No, I am agin it,” is less than enough. 
It brands the sayer as an obstructionist who refuses to 
survey all the angles. It puts him in a class where he 
will not be heard even when he has something construc- 
tive to offer. It shows an inability to look at the thing 
from the standpoint of the other fellow, to see what his 
obligations are, to say nothing of his hopes and objec- 
tives. To come back to our classic example of Regula- 
tion W, an uninhibited examination of the economic 
forces which may be brought into play with the expira- 
tion of the war will give the most rugged individualist 
among us pause as to whether we would be willing to 
remove all controls and turn the horse loose; that is, if 
you look at it from the viewpoint of those who have been 
charged with using consumer credit as a means to com- 
bat inflation. I have never thought that the total vol- 
ume of consumer credit made it an effective weapon 
against inflation, or that what could be accomplished 
with it justified the hardships which it creates and the 
aggravation to the manpower problem which it entails. 
But had I been sold on that view, I would think a long 
time before I would concede that it is sound to release 
the forces of consumer credit at a time when the pres- 
sures upon the durable goods supplies may be heaviest 
because of public rush to cash in on the implied promise 
that its war bonds are designed to fulfill wants dammed 
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You are bound to admit that the end 


up by the war. 
of the war will not remove the threat of inflation. It 


may simply serve to aggravate that threat. Hence we 
cannot flatfootedly demand that regulation be abandoned. 
We must, in fairness, recognize that the framework may 
well have to be retained to be brought into play if nec- 
essary. But, I think we can in fairness explore and 
command attention for the argument that the Regula- 
tion has served its purpose for the duration, now that 
the bulk of durables are either rationed or unobtainable ; 
that it is right and proper that it be suspended, and a 
tortured and overworked people be relieved of miles of 
red tape and extra hours of work; that capable officials 
who are its guardians be released to more productive 
use of their talents. I do not believe for one minute 
the contention that if the regulation were suspended the 
line of consumer credit would climb steeply back to ten 
billion dollars and, even if it did, it would be a propor- 
tionately much smaller part of the economy than it was 
in 1941. 

Need for Regulation W 


You may well be surprised to hear me express the view 
that there may conceivably be a need for Regulation W 
in the immediate postwar period. Some of you may 
feel that I have changed front, others that this new view- 
point is merely a consistent development of the think- 
ing. But, it loses any weight which should be accorded 
it if you do not believe with me that government is 
amenable to reason, will show the good faith behind its 
protestations of abhorrence for unnecessary regimenta- 
tion by granting wartime suspension of the regulation, if 
a case for it can be made, or if no case can be made 
against it. And that good faith is of utmost importance 
to us all for, without it, regulation may well become 
permanent and we will be caught between the two mill- 
stones forever. The regulators will be telling us that 
we cannot extend credits in periods when sound credits 
can be had, that we must extend them in periods when 
they are not to be had. We will become the tool of 
political interests and influences. Even if you grant the 
most effective of the arguments for regulation of con- 
sumer credit in the immediate postwar period, there is 
no sound argument for indefinite continuance. The lid 
should come off when readjustments of industry have 
been made and a free and vital economy be allowed to 
seek its own level. That level will not, cannot be the 
same as the prewar level. We have risen to new heights 
of everything, national income, government debt and ex- 
penditure, production, etc. We will not lose all, and | 
doubt if we will lose any appreciable part of that gain. 
Untrammeled by theorists or bureaucrats consumer 
credit must be permitted to find its place in this new 


state of things. And, that goes for other businesses as 
well. 


How long into this postwar period might some regu- 
lation be logical? It now becomes apparent that the in- 
dustrial readjustment will not be as long and painful a 
process as most have feared, is a danger much over- 
emphasized. Many great industries wiil have to make 
few changes. Others have the equipment with which 
to start those changes immediately, many will complete 
the shift in the gap between the European and the Asiatic 
peace. A great motor magnate known for his sound 
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appraisal of all factors has said that the motor car i 
dustry can be in full production of private cars in fow 
months, that the need for all rationing will be ove 
within six months. I believe these things, believe th 
there will be no excuse which business can or should ac! 
cept which would extend regulation of the kind that ha 
sprung up during this war beyond these first few months 
of peace. 
That brings me to the point that, if business is ready 
to concede that there are times and circumstances under 
which it may logically be controlled, it is equally tru 
and unarguable that government should recognize and 
accept some measure of control. On the part of gov 
ernment there has been a lot of this business of going | h 
hog-wild, advancing on the outmoded theory that every : 
one is capable of wrongdoing except the king. Th os 
founding fathers wisely laid on restraints and control pane 
over government which have been continually tamperet ceivabl 
with and weakened since. They are in as bad need o to keep 
overhaul and reevaluation and restrengthening as ang “"° doi 
part of this world that we would make over. We neeg the 
protection from the government as much or more tha conditi 















it needs or has the right to demand protection from tended 
We want that protection. of elec 
This whole thing is a cooperative problem—give a lit for the 
tle here—take a little there—plan it together as the partg’® °#" 
ners that we are—then make it work. employ 
men hz 


I will give you an example of what I mean.’ In m a. 
talk at the Retail Credit Forum at St. Louis, I mad — 





much of the point that the size of our national debt an panne 
the demands of society make it imperative that we mai 
tain the national income at or reasonably close to the all I 
time 1943 high. I used a chart in substantiation of t il phe 
argument that this is not impossible of fulfillment but, b pn 
contrast, that such a national income and the wealt A : ‘ 
to support it would have been realized in the norm = 
course of things even without the war which has speq as 
its coming. This is a refutation of the defeatist vier 1 ~ 
that with the approaching maturity in population figure “1 t 
(which is conceded) and the disappearance of frontie petation 
we have a mature economy with attendant impossibilitg"® ©" 
of further growth in national wealth and income witho and na 
the stimulus of artificial means. That argument in fa'" of 
vor of the harnessing of the economy and the encircle tage 
se 


ment of private business is refuted by history both he 
and abroad. National wealth and income are not tieg®*S PF 
to population figures. That began to be apparent in thiF" etc 
country as early as 1850 and the trend has been pro For 
nouncedly different since 1890 and increasingly so. Tech§war th 
nological advances which make each man hour increagfo do v 
ingly productive and the increasingly wide distributiogthandis 
and consumption of goods are the obvious reasons. 0 repl 
long as there are huge segments of the population whidfore th 
are not fully utilizing and enjoying the products of offered o 
factories, there is your almost limitless frontier to enablales, ai 
private business to continue increasing wealth and imgze the 
come. or has 
Full employment is an essential both to the realizqbound 
tion of the requisite national income and to the meetin{f thes 
of our social obligations. We do not mean compleifo the | 








employment for the average year will, in all probabilit§ In tt 
find some 3%4 to 4 million unemployed. That seems §pprovi 








be unavoidable, is probably an essential to an elastic iffervice 


(Turn to “The Sixth Day,” page 28 paying 
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iy sug © HAS OFTEN been said that so much thought 
at bot should not be given to preparation in the postwar 
g Th period, but that all our thoughts should be given on the 






home front to win this war. It is true that every con- 
ceivable effort and energy should be brought into play 
to keep the home front up to the minute, and the utilities 
are doing just this. Transportation facilities are taxed 
to the limit, and yet the very best service under present 
conditions is being rendered. Power lines have been ex- 
tended to care for the tremendous increase of consumers 
of electrical energy. Gas facilities have been increased 
for the same purpose. In fact, every effort is being made 
to care for all this, although many of the young men 
employees are in the armed forces while other technical 
men have been released for vital war industry. Never- 
theless, being forewarned, it is well for the utility credit 
manager to give some thought to what is certain to come. 
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Utility a Public Servant 
In considering this subject, I am not unmindful that 
all credit granting is in principle the same; yet there is 
a difference with the utility, and for this reason fore- 
thought should be given to the postwar period. Plans 
hould be made to expedite the granting of installment 
redits. To define the difference, it must be borne in 
mind that the utility is a public service or servant. Its 
relation as between the consumer public and the operat- 
ing company is largely governed by commissions of state 
znd national governments, and in discussing the ques- 






















mee tn 2 ion of installment credits, we are concerned with the 
e encirclqeonsumers of electrical energy or gas only as it affects 
both he hese customers as installment purchasers of electric or 





gas appliances, such as ranges, refrigerators, water heat- 
Ts, etc. 
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For many months past and for the duration of the 
yar the utility credit departments will have had little 
o do with granting installment credits since all the mer- 
Khandise stocks have been depleted and there has been 











Utility Credit Manager 
and installment Credit 


Eduard A. Wright 


Credit Manager, Savannah Electric & Power Co., Savannah, Ga. 


has proven satisfactory and to a great extent can safely 
be continued, but since many credits have been ap- 
proved in this manner, this alone will not be sufficient 
when these appliances are again available. Many of 
these customers who in the first instance should never 
have been given credit will again desire installment 
credit. I believe I have in part solved this problem by 
having kept a card index file recording such informa- 
tion as collector’s calls, letters written, placed with at- 
torney and repossessions. However, the customer may 
claim adverse circumstances caused previous delinquency 
and that he is now in position to pay obligations 
promptly. In this case, an up-to-date report through 
the local credit reporting bureau would be in order to 
ascertain the customer’s present credit standing. 

Let us look at another picture. When war produc- 
tion, shipbuilding and sundry such plants have ceased to 
operate, we may well look for a great migration of the 
population. For example, in Savannah there is an esti- 
mated forty-five thousand population above normal, and 
this is no exception to many localities where war pro- 


_duction activities have brought many thousands of work- 


ers from all over the United States. So it is reasonable 
to say that when war production has ceased, these many 
thousands will seek pastures new. Many will return 
from whence they came; others will go wherever em- 
ployment may be found, and here is where new custom- 
ers will be plentiful and installment credit granting 
should be carefully considered. It appears to me with 
this class of purchasers a report through the credit 
bureau is the safest bet. 

I said in the beginning that all credit granting is in 
principle the same and so it is. But in the utility field 
we will have a problem peculiarly our own in that since 
there has been no merchandise of the type sold by the 
utilities on the market for so long, there will be a ter- 
rific demand. And with the power load having been 
lowered due to the shutting down of war production 
plants and thousands of these domestic users of electrical 
energy having moved away, it will become the respon- 
sibility of the sales department to build the load 

















asons. o replacement production of these appliances. There- 
tion whidfore the energy of the credit department is now cen- 
icts of offered on the collection of past-due installment 
r to enabiales, and from this experience they should real- 
th and imfze the importance of building a workable plan 
or handling the tremendous demand that is 
he realiz@Pound to come upon the renewed manufacture 
he meetin—f these consumer goods when again available 
n completfo the public. 
probabilit§ In the past, the utility credit department, in 
at seems /pproving installment credits for their regular 
| elastic iffervice customers, have been governed by their 
’ page 28p4ying habits in most instances. This method 











back up. The credit manager will feel it his 
duty to assist and the company will expect it. 
To accomplish this, a close cooperation between 
the two departments will be necessary. Both 
must understand the responsibility of the other, 
the sales department to make the sales and the 
credit department to pass on the credit. How- 
ever, the credit department’s responsibility does 
not cease with the sale and approval but must 
go on throughout the life of the contract. 


7 






CREDIT WORLD 
OcTOBER, 1943 









Controlling Retail 
Milk Accounts 


W. A. Schenk 


Credit Manager, Ideal-Pure Milk Company, Evansville, Ind. 


OME YEAR AGO, I made the statement that “If 

by tomorrow morning everyone would realize the 
real value of milk, by tomorrow night our storages 
would be empty, and we would be unable to supply the 
demand.” ‘Today, that statement has just about come 
true. Of course, that is due to a great extent, to the 
Government’s war program, lease-lend, etc. Areas hav- 
ing war plants, and Army camps, naturally are more 
affected than others. However, the public is becoming 
more and more conscious of the food value of milk and 
the part it plays in keeping healthy. There is no other 
food that will do more to keep this nation healthy and 
strong, and help win the war, than milk and other 
dairy products. ‘Today as you go through war plants, 
and see the workers at lunch, what do you see them 
drinking? “Milk” and lots of it. 

The milk deliveryman or salesman plays a big role 
in the dairy business. He is out on the front lines, 
he contacts the customer. His job is not always a 
path of roses. He has his ups and downs. He has 
many duties to perform. He is on the job every day, 
regardless of the weather. But, with his many duties 
and worries, he has one consolation, “If he is doing 
a good job he need have no worry about losing his job, 
war or no war.” In the years that I have been in the 
milk business, I have never known of a good milk sales- 
man being discharged, unless it was his own fault. 


Credit Manager’s Responsibilities 


A dairy credit manager grants little credit: however, 
he does control, and is responsible for, thousands of 
accounts. Why is this? When a milkman sees a new 
family move in on his route, he does not wait till he 
gets permission from the credit manager to sell the pro- 
spective customer. ‘The first thing he does is get the 
order and check up later on his credit. Of course, 
the salesman will ask the prospective customer some 
questions. He will get the name, address, and if possible 
occupation, and previous address. After a salesman has 
been in the milk business for sometime, he gets to be a 
pretty good judge of people; in fact, a pretty good 
credit man. If the customer is a poor credit risk, she will 
soon be found out. 

It would be impossible to handle credits of a dairy 
business in the same manner as other lines of business. 
The dairy has thousands of customers, and in order to 
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meet competition, get your share of new customers, and 
take care of the credit and collection problems, it is 
necessary to train salesmen thoroughly in the matter of 
credit and collections. Therefore, one of the most 
important jobs of the dairy credit man is to make credit 
men out of your salesmen and let them help you do 
the job. When a new milkman is hired, he not only has 
to learn how to deliver his route, but also to make out 
his reports, solicit and make collections, and continue to 
hold the business and goodwill of his customers. He has 
to be a capable, all-around man. The relief route man 
or foreman will go with the new man on the route 
until he has learned it, and then before the route is 
turned over to him the credit man goes over the rout 
book with him, asking him questions and giving him 
further instructions on credit and collections. If a milk 
deliveryman is properly instructed, and does the job as 
he has been taught, it will lessen the burden of the 
credit man. But, the credit man’s work isn’t done yet. 
As mentioned before, a dairy credit manager grants little 
credit, but he does control, and is responsible for, thov- 
sands of accounts. That is why it is necessary to check 
over the route books with your deliverymen periodically, 
to see how they are coming along with their collection 
The small amount of money involved in retail mil 
sales does not warrant keeping an office record of each 
customer’s account, instead each individual account is 
kept in the route salesman’s route book. A salesma 
has from 200 to 350 individual accounts in his rout¢ 
book, depending on locality, size of route, etc. Right 
now milk routes are heavily loaded, that is in areas hav 
ing increased population due to war plants. Some cu 
tomers pay cash; some buy tickets; however, most c 
tomers buy milk on credit basis, paying their bills on 
weekly, bi-weekly, semi-monthly or monthly basis. If 
a customer becomes “slow paying” and the salesman 
not sure how to handle the account, he consults thé 
credit man, who helps handle the case. When in doubt 
we call the local Credit Bureau for their record of thé 
customer’s paying habits. We have found the Credi 
Bureau to be a great asset to us. Of course, the sales 
man’s route books are left at the office for checking 
when the salesman is through with his day’s work. Hi 


(Turn to “Retail Milk Accounts,” page 31; 
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The Furniture Retailer 


in a Wartime Economy 


Clarence Haverty 


E AMERICANS don’t like to be regulated. 

We don’t like to be regimented and goose- 

It is difficult for us to get out of our make- 

up all the old principles that we absorbed in our 

youth—old, almost forgotten expressions like, “Sweet 

Land of Liberty,” “Home of the Free,” “Give me 
Liberty or Give me Death.” 

This is a nation of homes, and our business is home- 
making. Our business, the furniture business, is a 
fundamental part of the economic life. Normally, we 
employ many people, and we still employ many people. 
Their families are dependent on us for their livelihood ; 
and furniture merchants, regardless of the impression 
that they charge high prices, are not, as a rule, great 
money makers. 

There is, of course, and there should be, even now, 
postwar planning. It does not mean the war is going 
0 end soon, but it is well for American businessmen 
0 look forward to the war’s conclusion. 


Transition from War to Peace 


The transition from war to peace, when it does come, 
ill not take place overnight and it is reasonable to 
pssume that the unraveling and demobilizing, both for 
he armies and war production plants, will be just as 
nvolved and difficult, and probably more so, than pre- 
paring for the war. It is to be hoped that there be a 
pradual shifting of war production to meet new strategic 
demands; a gradual shifting of some war plants back 
nto peacetime production; a gradual demobilization of 
en and their assimilation into peacetime jobs. 

There will be shocks and upsets and confusion. It 
s hoped there will be relaxation of so much govern- 
ent control and management 

It is to be expected that a certain amount of rationing 
ill continue for a year or so after the fighting actually 
nds. The feeding of the conquered countries is going 
o be largely our problem, and an important contribution 
oward preventing anarchy and chaos, which would 
reed a third war. 

We will have a real problem in readjusting women 
back into domestic life. There won’t be enough jobs 
hen the men get back, for the men and all the women 
rho have been ably doing men’s work. Women will 
ave become independent and will be loath to give it up. 

owever, it is an abnormal situation when women are 
but of the home. It reflects tremendously in the raising 
bf children. It must be readjusted. 

* Haverty Furniture Companies, Inc., Atlanta, Ga.; Presi- 


lent, National Retail Furniture Association; excerpts) from 
n address at Charlotte, N. C. 


There will be many millions of new homes to be 
built. ‘There will be some ghost towns where now there 
are intense war activities. There will be rebuilding of 
communities which are not war centers now, and have 
lost population and community wealth. 

Many millions of people have become accustomed to 
abnormally high wages and to a scale of living which 
they have never enjoyed before. Downward adjustment 
after the war will be difficult; it will be no less difficult 
to put people into work where they can continue to 
draw something like their present wages, but which 
after the war must be predicated upon the production of 
commodities which the world will buy, at a profit, on 
their labor. Those are some of the tremendous problems. 


To Seek Volume Is Foolhardy 

I recently made a trip around the country, meeting 
and talking to and with furniture dealers in Boston, 
New York, Philadelphia, Baltimore, New Orleans, 
Houston, Dallas, Little Rock, Memphis, Charlotte, and 


elsewhere. Out of these meetings have come inter- 


changes of views and a creation of a better general 


knowledge of what our problems are, and solutions for 
meeting them. Basically, we should recognize the 
situation for what it is. 

I have remarked several times that I cannot see the 
wisdom in some stores’ frantic effort to roll up volume 
on merchandise that I know is going to be irreplaceable. 
Whether civilian supply remains the charge of the new 
WPB Office of Civilian Requirements, or (should the 
Maloney bill pass) becomes the charge of a separate 
claimant agency, outside of WPB, let us not be misled 
to expect that consumer goods will be plentiful. In 
either event, it simply means there will be someone 
there to watch after the essential needs of cilivians. The 
production of goods generally is going to be shorter and 
shorter, and the demand greater and greater. 

I expect some of the credit regulations to be con- 
tinued after the war is over, for quite awhile, but 
I don’t feel as do some of my colleagues, that this is 
the death-knell of instalment selling. The instalment 
system, if the abuses are eliminated, and the terms not 
dragged out to a ridiculous degree, is such a normal 
way of paying, that it will find its way back into the 
economic picture, although probably not to the extent it 
was indulged in before the regulations went into effect. 

One thing we should never forget is that with all 
the aggravations we encounter today—controls, regula- 
tions, shortages of help and merchandise, and irritations 
that put us on edge—our real job is serving our cus- 


(Turn to “Furniture Retailer,” page 31.) 
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Get Rid of the Old Bromides 
WRITE AS SIMPLY and naturally as you would 


speak if you were talking to a friend. That’s a basic 
rule of business letter-writing. Do you do that, or do 
your letters still cling to those stilted, formal, old-fash- 
ioned expressions which have no power to reflect either 
your ideas or your individuality? 

Here are some of the deadwood phrases which usurp 
the places that belong to fresher, more vital words: 

“According to our records.”—This is merely restating 
the obvious. It is simpler and better to say, “We find.” 

“Advise.”—It really means “to give advice” and is 
hardly ever correctly used in modern business English. 
It is better to use “inform” or “tell.” 

“And oblige,” “we remain,’ “I am,’ “we are.”— 
Meaningless and grammatically incorrect. Omit them. 

“As per your request.’—When you're writing Eng- 
lish, why mix your languages? There’s always a good 
English phrase for every foreign one. Why not say, “As 
indicated in your request,” instead ? 

“At an early date,’ “at your earliest convenience.’ — 
Although intended to convey the idea of haste, they are 
actually indefinite. The mention of a specific date would 
be more forceful, e.g., ““We should like to have your 
reply by October 15.” 

“Attached find,” “attached hereto.”’—Say “attached is.’ 

“Awaiting your reply.”—This is a weak, sliding-off 
closing. It sounds better and should be more effective 
to say, “May we have an answer at once, please?” 

“By return mail.”—This phrase is old enough to be 
discarded and either “immediately” or “at once” is 
much better. 

“Enclosed please find.”’—Say “enclosed is.’ 

“Favor.’—A letter is a letter, not a favor. 

“For your information.”—Not necessary and simply 
a form of verbal sparring and beating around the bush. 

“Instant,” “ultimo,” “proximo.’—They’re all ante- 
diluvian. Indicate the exact date, as “June 25.” 

“Kindly.”’—Ninety-nine times out of a hundred, it’s 
entirely misused. “Kindly” means “with kindness” or 
“graciously.” “Please” is usually the word that is meant. 

“Our Mr. White.”—The trouble with this is that you 
don’t identify him. Who is he and what is he? It is 
better to say, “Mr. White, our Credit Manager.” 

“Our records show.”—The reader wants information 
so it’s much better to say, “We find.” 

“Same” (as a pronoun).—It is an adjective and can 
never be correctly used in such expressions as “Same was 
sent yesterday.” Use the exact words—‘A letter was 
mailed yesterday.” Never use “same” in place of “it, 
“they,” or “them.” 

“Thanking you in advance.”’—This borders on discour- 
tesy because the writer assumes that the reader will do 
as requested and having done so there will be no thanks 
forthcoming. The thing to do is to express appreciation 
in advance and thanks after the request has been granted. 

“The writer.’—This is an awkward use of the per- 


’ 
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sonal pronoun “I” or “me.” It is more natural to say, 
“T will call,” than “The writer will call.” 

“This party.’—A legal term. Say “this person” or 
repeat the name, “Mr. Smith.” ~ 

“This will acknowledge receipt of your letter.’—Un- 
necessary. An answer indicates that the letter was re- 
ceived. 

“Trusting this will be satisfactory.”—Another over- 
worked expression. Why not say, “Our action, we be- 
lieve, will meet with your approval”? 

“We hand you herewith.’—This can’t be done in a 
letter. Simply say, “Enclosed is.” 

“We take this opportunity.”-—Why not go ahead and 
talk about the subject which in itself will indicate that 
you are taking advantage of the opportunity to write? 

These hackneyed phrases come glibly to our lips be 
cause they have become habits. They are not easy to 
dislodge even when their user has become convinced that 
they don’t make sense. But their elimination is worth 
all the effort it takes. Just for your own satisfaction, 
go over the copies of the collection letters you’ve written 
in the past month. See how many canned expressions 
you can pick out—the same old things said in the same 
old way. Then deliberately make up your mind to avoid 
them altogether. 


This Month’s Illustrations» +> 





Illustration No. 1 is definitely a_business-building 
letter. Sent by the Manufacturers Bank & Trust Com- 
pany of St. Louis to employees of nearby stores and wat 
plants, it makes good use of an attention-getting opening 
and a closing sentence that urges action. Notice th 
friendliness and willingness to serve which are evident 
throughout. 

Illustration No. 2 comes from Canada. It is a well 
written sales promotion letter and Miss Evelyn Bam- 
borough, Credit Manager, The Premier Laundry, Cal 
gary, Alberta, may well be proud of it. The mentior 
of the route man’s name and the time of his regular call 
should result in a friendly reception when he knocks of 
the prospect’s door. 

In Illustration No. 3, prepared by Mr. J. R. McKe 
The Palace Clothiers, Tulsa, Oklahoma, and I[/lustrat 
tion No. 5, submitted by Mr. B. F. Moran, Credit 
Manager, Maurice L. Rothschild, Chicago, IIl., arf 
presented two excellent “default” letters that compl 
fully with Regulation W. Both approach the proble 
from the customer’s point of view which is always 
wise plan to follow in writing collection letters. 

The effective reminder notice reproduced in J/lustr 
tion No. 4 comes from Mr. D. Lytell, Manager 
Credits, Kane Furniture Company, Springfield, Ma 
who says: “This is a form that has produced consis 
ently for the past two years. Mailed in an open-en 
envelope with 1% cents postage, it can be used eithe 
as a No. 1, or as a follow-up notice.” 


SSH 


ee evi 


Me 


esis 


sea 


ora 


& 


ee oe 


es 


phat 


ues 


a 


2 


IASC KERR 


5355 





| 


to say, 


” 


‘son oF 


.’—Un- 


er over- 


) 


1ead and 
sate that 
> write? 


iced that 


i 


isfaction, 


pressions 
the same 


—_——» 
-building 


ust Com- 


y 
> 


otice th 


4 


is a well: 
yn Ban 


dry, Cal 


yular call 


C 


Illustrat 


was re- 


we be- 


ne in a 


lips be- 
easy to 





























s worth 


written 


to avoid 


and wat 
opening 


evident 


mention 


nocks on 


McKe 


n, Credit 


t compl 


always 


Ss 
L 


anager 0 
d, Ma 


d consis 


sed eithe 


Ill., arg 


problen 


Illustr 


open-ef 


- 


re ae 


ae 


/] 
MANUFACTURERS BANK/& TRUST COMPANY 


SAIN T tous 


Saint Louis.Mo 
. 


July 17, 1943 


hiss Kathleen Hannefin 
7254 Delta Street 
Richmond Heights, Missouri 


Dear Mise Hannefin: 
We want your money and all your valuable papers. 


Not for keeps, of course, but just to keep safely 
for you against the day you need then. 


You work close to our bank, which is located at 1731 
South Broadway, so CONVENIENCE may be added to all the other 
advantares provided for you by Manufacturers Bank & Trust Company. 


Here at Manufacturers you'll find a friendly people 
anxious to serve your individual banking need, whether it be a 
Personal Check Plan, a Safe Deposit Box or an Installment Loan. 
And if you prefer to do your banking in the evening, Manufacturers 
remains open every Friday from 4:30 wtil 8 o'clock. 


Needless to add, we're always glad to cash your pay- 





THE PALACE CLOTHIERS 


Simon Jenhowshy @ Sens 
P © BOx 2359 
TULSA. OKLAHOMA 


@) 

















Miss Jane Kaye 
17732 Worth Blvd, 
Tulsa, Oklahoma 


THE PALACE CLOTHIERS 


Date September 15, 1945 
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Your account is alfected by the Federal Reserve 
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Won't you come in? 
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So many things happen these days to divert one's sttention 
we feel it our duty to send you this gentle reminder. 


That 
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Thank You. 


KAME FURNITURE COMPANY 
Springfield, Massachusetts 





August 11, 1943 


Mrs, John Smith 
24, Garden Crescent 
Calgary, Alberta 


Dear Mrs, Smith: 


It is a pleasure to welcome you to Calgary. 
We are sure you will enjoy your lovely new home on 
the broad avenue overlooking our beautiful city. 


There will be mch to be done before you are 
completely settled. To give you more time to arrange 
your home as you would like it to be, won't you let 
our route man call for your laundry each week? 


If you wish, we will open a charge account 
for you, which will save you the convenience of 
keeping change on hand to pay for your laundry, 
are rendered monthly, and are due and payable 
by the tenth of the following month. 





Our route man, whose name is James Rowe, will 
call om his regular round on Tuesday, If you will 
take a few minutes to telk over with him the various 
laundry services, we are sure he can arrange a schedule 
for calling for and retuming your work which will be 
convenient to you. 


rs very troly 





Vee ate, 


So CLERK SEA IL VAI? NORA AS > 


Maurice L Rothschild 
State at Jackson 
Chicago 


©) 


Mr, Raymond Jack 
85962 State Street 
Chicago, Dlinois 


September 16, 1945 


Dear Mr, Jack: 


As you probably know, the Government regule- 
tions of consumer credit went into effect on 
May 6th, 1942. The purpose was to keep the 
cost of living down and to keep war effort up. 


But perhaps you didn't know that your account 
with us has become "frozen" temporarily be- 
cause of these regulations. You've permitted 
it to pass the due date that the Government 
has prescribed. 


know that you don't want an item like this 
stand in the way of taking care of the needs 
both yourself and family and we don't like 
see your account "frozen" on our books. 














Why not "thaw" it out? The amount is $17.65. 
Yours very truly 


MAURICE L ROTHSCHILD 


ESSERE 
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Furniture Store Credit Problems 


E. E. Padden 


Credit Manager, The Lammert Furniture Co., St. Louis, Mo. 
Second Vice-President, National Retail Credit Association 


Wi ARE FACING PROBLEMS, to- 

day, that are far more complex than 

any we have had to consider in many years 

past. Problems that call upon us for care- 

ful thinking and planning. Customer confi- 

dence and good will has always been an im- 

portant factor in the conduct of any credit 
department, but today, it has taken on an even 

greater meaning. In these days of regulation 

of terms, regulation of deliveries, inventory 

control, price control, and the ever increasing 

problem of securing adequate merchandise, the 

necessity for building and maintaining con- 

fidence was never more pronounced. In the furniture 
industry this, no doubt, is more pronounced, because of 
the delivery and handling problems of practically each 
sale that is made. 

And so it becomes a necessity that in every letter 
written and in every personal interview, we establish a 
foundation for confidence and trust that will develop a 
friendship between the customer and the merchant, and 
bring about a mutual understanding of each other’s 
problems. 

Regulation W has, to a great extent, been responsible 
for the unprecedented turnover of accounts receivable, 
and this quite naturally relieves the effort that has been 
necessary in the past to maintain collections on a satis- 
factory basis. By the same token we have inherited some 
of the problems ‘so difficult for the public to understand, 
even though they may be Government regulations, and 
I would like to discuss these at some length. 

Good collections, whether 30-day or installment, are 
predicated upon good credit, and good credit represents 
an application well taken and carefully investigated 
through your local credit bureau; and then with all the 
facts before you, utmost care must be exercised in grant- 
ing this credit. 

The Soldiers’ and Sailors’ Civil Relief Act makes it 
imperative that you extend credit not for the life expec- 
tancy of the merchandise you sell, within the scope of 
Regulation W, but rather you must consider the draft 
status or expectancy of such applicant for credit and his 
ability to pay. In other words, a credit executive should 
be able to enforce payment, in the event the applicant is 
drafted into service before completing payment of his con- 
tract. Ina majority of instances, admittedly, you could not 
enforce payment and the only safe procedure is to obtain 
a cosigner to the mortgage or conditional sales contract, 
together with the “Guaranty and Waiver” form now 
obtainable through the National Retail Credit Associa- 
tion. This, of course, entails the investigation of the 
guarantor just as carefully as the purchaser. 

In defense areas, there is still another problem that 
must be carefully analyzed. The defense worker is do- 
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ing a patriotic duty and while his position in 
this work is not of long standing, and in many 
instances he is a newcomer in your commu- 
nity, most assuredly he is entitled to credit 
and deserving of it. However, when consid- 
ering long term credit extension, and I mean 
twelve months, it is not enough to know that 
he is earning more than average salary, but it 
is of prime importance to know his previous 
employment, what his earning capacity was 
prior to engaging in war work, and the pos 
sibility of returning to similar work when Vic- 
tory is ours. And so, we find ourselves more 
dependent upon, not only the files of our local credit 
bureau, but upon the files of all credit bureaus through- 
out the country to give us the complete picture of such 
an applicant for credit. Credit is not a guessing mat- 
ter, neither can we foretell the time when defense plants 
will no longer build huge guns, tanks, warships, bombers, 
and the necessary tools of war, and in their stead manu- 
facture the tools of peace. 

The freezing of accounts is proving to be an annoy- 
ing problem, not because of the extra labor required to 
administer it, but in handling installation of furniture, 
carpets, and draperies, it is not always possible to com- 
plete the delivery before the tenth of the second month. 
It is not uncommon to ask for partial payment in such 
instances, though not without embarrassment, so that 
deliveries may be completed. Thus the application of 
this portion of Regulation W does impose a real prob- 
lem in the furniture industry, without accomplishing the 
purpose of this regulation as it may in other lines of 
merchandising. 

I recall an outstanding account, considered in default, 
that came to my attention with the request that the new 
order be cancelled, and while business is, generally speak- 
ing, considered good, it never is Zood business to have 
orders cancelled due to poor service or misunderstanding. 
Investigation developed the fact that a purchase made if 
May had not been paid and was in default on July 14, 
when an order for a mirror priced at $362.50 was 
placed. The customer, living out of town, was cor 
tacted by letter to determine the status of the defaulted 
transaction, and when the reply was received cancelling 
the order, we telephoned long distance to explain thé 
intricacies of this regulation, but the most that we could 
do was to apologize for the embarrassment and accep 
the cancellation. 

We were not satisfied, however, that our custom 
fully realized our innocence in causing the embarrass 
ment, so the following letter was dispatched to her, i 
our effort to maintain good will: 
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Dear Mrs. Blank: ; 

Upon receiving your reply to our letter of July 14, 
relative to your purchase of a mirror, we phoned you in 
an endeavor to explain our position in so far as the Gov- 
ernment control of our retail terms is concerned. 

Had we known that the rug charged to your account 
was purchased by Mrs. Blank, Jr., and should have been 
charged to an account in her name, we would gladly 
have transferred the charge to her account, and in this 
way we would have been in a position to charge the mir- 
ror purchased for shipment to you in Columbia. 

It is most regrettable, Mrs. Blank, that we have dis- 
pleased you, and especially is this true since we highly 
value your good credit standing. Still we are only trying 
to live up to the regulations established by our Govern- 
ment. 

We are sincerely sorry that anything should arise to 
cause friction with an account we value so highly, and 
we wish to again offer our apologies to you for this an- 
noyance. Because of the fact that we are helpless to dis- 
regard this regulation, we hope you will accept these 
apologies in the sincerity they are given and permit us 
to continue serving you. 

You have selected a beautiful mirror and we doubt 
very much if you will find one, at least in our local 
stores, that has the charm and beauty of your particular 
choice. We would like permission to ship it to you as 
we will then know that you do understand our position 
regarding these regulations and have accepted our 
apologies. Yours very truly, 

Manager, Credit Sales Department 


The Reply 

Since no reply was received within three days, the 
following letter was drafted, and mailed over the sig- 
nature of our President: 

Dear Mrs. Blank: 

I have just learned of the confusion relative to your 
purchase of the mirror, and I am greatly distressed that 
you have been subjected to this embarrassment and in- 
convenience. 

These various Government regulations that have been 
placed upon us, to the average layman may seem of no 
great moment, but they have proven to be quite a burden 
to us. While we recognize the necessity for these regu- 
lations and their importance in our national picture, they 
have brought about the kind of confusion that has caused 
your distress with our service. 

I have reviewed your account with us during the past 
years, and I do want to thank you for the splendid pa- 
tronage we have enjoyed. I also hope that you will per- 
mit us to continue serving you for your requirements, as 
we are sure you realize that it is our wish to give you the 
type of service you deserve and the type of service that 
has made our business dealings mutually pleasant in the 
past. 

If I can in any way further serve you, please write to 


me personally. Sincerely 


President 


Five days later the order was reinstated, and we have 
every reason to believe that a good customer has been 
saved, not through being clever, but by a sincere effort 
to serve well. 


>. 2.0.00, 0.0. 0.6 0 © © 6 64 ©. <>< 


SUCCESSFUL 
CREDIT 
HEPARTMENT 
LETTERS 





VOLUME II 





Have you obtained your copy yet? 
Better place your order right away 
. . to find out what types of letters 
are securing the best results for credit 
granters today. 
Its 163 specimen letters present a 
number of valuable ideas you will 
want to use. Contains many examples 
of Regulation W letters. Worth-while 
hints on letter writing, too. 
All letters and forms carefully indexed 
for quick reference. Among the many 
kinds illustrated, you will find: 


* Account solicitation letters. 

* Collection letters. 

* Collection notice cards. 

* Declining account letters. 

* Credit sales promotion letters. 

* Good Will letters. 

* Inactive account letters. 

* New account acknowledgment letters. 
* Letters for use with Regulation W. 


Don’t overlook your opportunity to 
secure this extremely practical book- 
let. It will save you time in handling 
wartime correspondence. Only $1.00 
to members (nonmembers, $1.50). 

A limited number of copies of Volume 
1 are also available. With every copy 
of Volume 2 purchased, you are en- 
titled to secure a copy of Volume 1 at 
50 cents each—just half price. You 
get both for $1.50 .. . as long as the 
supply lasts! 


DON’T DELAY—RUSH YOUR 
ORDER TODAY! 
. 
NATIONAL RETAIL CREDIT 
ASSOCIATION 
Shell Building + + St. Louis 3, Mo. 
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Al ALL-PURPOSE Sicher 


Another in our series of new DeLuxe Stickers - 
been ¢ 
WAR EFFORT (cg: _ 


You shop during the hours when 
stores and transportation are 
less crowded. 


You buy carefully, eliminating 
returns and exchanges. 








You take packages with you. 





You do not make unreasonable 
requests for delivery or other 
services. 





You use your charge account 
and pay promptly. 














IF WARTIME brings out nothing else it certainly brings bundl 
out the spirit of cooperation in people. A genuine appeal for erode 
help never fails to get results today, and that’s what this aon 


Powe! 


new National ‘‘all purpose”’ Sticker is—an appeal for cooper- served 
ation. Use it on statements to slow-paying accounts, as well viewe 


as on letters to customers who make excessive returns, to To 
show them how they can help you serve them best during oo 
these difficult times. “oe 
keeper 
WHAT DO YOU want them to do? You would like bound 
them to shop wisely and make no unreasonable requests; to uk. 

take purchases with them; to use their charge accounts and vd 
to pay promptly. All these things and others are listed on de 
this new National Sticker, and the story is presented, NOT days 
in a demanding way, but in a manner that appeals to the a 0 


* fac 
American spirit of cooperation. "He 


Credi 
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Attractively printed in dark blue ink on 
goldenrod, gummed paper. Shown above ac- 
tual size. Order by number (D-5) from your 
Credit Bureau or National Office. Boxed in mm 
quantities of 1,000 each. nume! 
and i: 
4 To 
Price, $2.50 a thousand reques 
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Thomas Johnson 
OCCASIONALLY WE HEAR of men who have 


been employed by one firm for 25 or 30, or even up to 
50 years, but to Thomas Johnson of Minneapolis, Min- 
nesota, falls the distinction of having served one store, 
Power’s Dry Goods Co., and its predecessors, for a 
period of 61 years. He is the 
dean of credit men in the 
Northwest and one of the old- 
est, in the point of service, in 
the N. R. C. A. 

In 1878, Tom, as he is af- 
fectionately called, came to 
Minneapolis, and four years 
later, at the age of ten years, 
applied for work at the busy 
mercantile establishment of 
Ingram and Olson. He was 
hired as cash boy and as his 
duties were so well performed, he was soon promoted to 
bundle boy, then in turn to cashier, paymaster, and 
credit manager. The firm of Ingram and Olson was 
succeeded by the S. E. Olson Co., and later by the 
Power’s Dry Goods Co. During the 40 years that he has 
served as credit manager, it is estimated that he has re- 
viewed some 300,000 credit applications. 

Tom recalls that in the early days business was con- 
ducted mostly on a cash basis. Occasionally a customer 
would ask for credit, which was granted if the pro- 
prietor or someone in the office knew her. The book- 
keeper would enter the customer’s name on a page in a 
bound ledger in which all entries were made in pen and 
ink. Statements were also made with pen and ink, but 
only rarely were statements mailed, as it was considered 
unethical to dun a person for a bill. Settlement was 
made at the customer’s convenience, anywhere from 30 
days to one year, depending upon the person’s income 
and social position, and this was considered quite satis- 
factory. 

He is a charter member of the Minneapolis Retail 
Credit Association, which was formed in 1904, and 
served as its first Secretary. He was President of the 
Association in 1935, and has served many terms as Chair- 
man of the Membership Committee. He has attended 
numerous National conventions and district conferences, 
and is well known among the credit fraternity. 

Tom is now retiring from active service at his own 
request so that he may devote his time to gardening, 
fishing, and other activities, which he has had to forego 
during his many years of active business life. He will 
be missed in credit circles and his associates hope that 
he will not be too busy to use the honorary member- 
ship, which they conferred upon him at the annual busi- 
ness meeting on September 14. At that time he was 
also presented with a ring bearing the emblem of the 
National Retail Credit Association. 








%) 

ry) 
* GOVERNMENT COOPERATION— 
Through the Federal Reserve Board in 
connection with Regulation W .. . and 
the Retail Credit Surveys conducted 
annually for the collection and dissem- 
ination of vital statistics on retail 
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YOUR MEMBERSHIP 


Entitles You To: 


* THE CREDIT WORLD—The only 
publication devoted exclusively to the 
problems of retail credit. Special de- 
partments such as The Collection Score- 
board, Credit Department Letters, Cur- 
rent Business Conditions, The Credit 
Clinic, Barometer of Retail Business, 
For the Smaller Businessman, etc. 

* RESEARCH DIVISION—Fact-find- 
ing studies of vital credit problems. 
Credit sales and collection statistics, 
published monthly in The Crepir WorLD. 
Confidential studies, covered by special 
bulletins. Personalized assistance and 
advice to any member, without charge, 
on any retail credit problem. 

* EDUCATIONAL COURSES—Local 
Credit Schools under the direction of 
the N.R.C.A. Extension courses in 
Retail Credit Fundamentals and 
Streamlined Letters with Certificate of 
Proficiency for successful completion. 





credits. 


* LEGISLATION—Unified action, 
state and national, through our Wash- 
ington Representative and Legislative 
Committee for the promotion of bene- 
ficial legislation for the consumer- 
credit granter. 

* NATIONAL COOPERATION—Na- 
tion-wide interchange of information 
through The Crepir Wortp and The 
NaTIONAL RETAIL Crepit REVIEW to pro- 
tect the interests of credit granters in 
matters affecting the business welfare 
of the community and the public good, 
and to curb undesirable credit prac- 
tices. 

* LOCAL COOPERATION—Regular 
meetings of National Units where the 
* CONVENTIONS—State, District, 
and National annual Conferences and 


merchant, the banker and the profes- 
sional man may discuss local credit 
problems and exchange ideas. 

eredit sales forums. 
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All for Only $5.00 a Year! 


NATIONAL RETAIL 
CREDIT ASSOCIATION 


Shell Building . St. Louis 3, Mo. 
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Selling Ice and Fuel on Credit 


HE SYSTEM EMPLOYED by a well-known 
7 nihecnmn fuel dealer affords a good illustration 
of the application of sound credit principles to the sale 
of fuel and ice on credit. By careful adherence to a 
credit policy which employs such safeguards as a com- 
pletely taken credit application, definite understanding 
with customers about credit terms at time of sale, thor- 
ough investigation and analysis of risks, careful control 
of limits, and close collection follow-up, this firm has 
been able to maintain a consistent record of increasing 
sales volume with low credit losses. 

For sales purposes, the community in which the com- 
pany operates is divided into 17 districts with a sales- 
man in charge of each district. Spotted throughout the 
city are a number of stations where customers may place 
their orders, pick up ice or package fuel, and pay their 
bills. These stations are manned by at least two em- 
ployees—a superintendent and a clerk—but some of 
them have as many as nine on the staff. Coal is delivered 
from four delivery yards in company-owned trucks oper- 
ated by employee-drivers. There is no contract hauling. 


Credit Applications 

Credit applications are rarely taken in the credit de- 
partment. Most of them accompany an order for fuel. 
Some applications are secured by the district salesmen, 
but the majority are received at the stations or by one of 
the six telephone order girls who work in the main office. 
Because so many of the applications come in over the 
telephone, the application form (Fig. 1) does not require 
the customer’s signature. Fuel orders are written on a 
triplicate order form, but only one copy of the credit 
application is made. Then the order and application 
are clipped together and sent to the credit department 
for approval. 

Here the work is separated into five divisions based on 
the letters of the alphabet. The credit manager, in ad- 
dition to his supervisory duties, is responsible for one 
division, while assistant credit men (known as “control 
men’’) are in charge of each of the other sections. 

When a control man receives a credit application, he 
immediately has his stenographer check the applicant’s 
name and address in the city directory. Then she ex- 
amines the company’s credit file to see if there has been 
any previous experience with the applicant. Should this 
be found to be the case, she checks the old ledger cards 
to determine how the applicant has paid his bills in the 
past. After this work has been completed, she reports 
to the control man who examines the material and de- 
cides what further investigation is necessary. 
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An up-to-date trade report is always secured from 
the credit bureau, but, in addition, the applicant’s em- 
ployment and personal references are checked over the 
telephone by the control man or his clerk. 

The practice of verifying employment by a telephone 
call to the applicant’s place of employment pays divi- 
dends in the fuel business, this firm has found. For one 
thing, it provides the name of the applicant’s immediate 
superior who often becomes a good source of informa- 
tion should it become necessary at some later date to 
authorize credit on an order for an unusually large 
amount of fuel. By telephoning the customer’s supe- 
rior then, the control man can usually ascertain whether 
it is wise to approve the order or not. For example, 
where a man has been buying coal in $25 lots, and then 
suddenly places a $75 order, a phone call to his supe- 
rior will often disclose the reason for the large order. 
It may be found that the customer is expecting a new 
arrival in his family and has given the large order to 
make sure that the house will be warm for this special 
occasion. On the other hand, sometimes the foreman 
will mention that the employee is spending his money 
too freely and getting into debt. In that case, it may 
be necessary to refuse to extend credit for a larger 
amount than usual. 

Another thing that the control man does is to check 
all personal references by telephone. Notice that the 
application form calls for information not only as to 
the applicant’s occupation and department or badge 
number, but it also asks for the wife’s name and her 
employer’s name, if she is working. In addition, the 
name of a relative or friend is obtained, and as the 
wife’s mother is always the best reference for tracing 
purposes, an effort is made to secure her name and ad- 
dress wherever possible. 

When personal references are phoned, they are asked 
the following questions: “How long have you known 
Mr. Blank? Are you related to him? Have you had 
any credit experience with him?” ‘They are phoned 
direct because it has been found that after a friend or 
relative has recommended an applicant over the phone, 
she is inclined to take a personal interest in the account. 
Then, if the account should become a collection prob- 
lem later on, it is usually possible to obtain valuable 
aid by phoning the personal reference again. So many 
husbands and wives are working in war plants these 
days that it is often difficult to find them in, and it is 
only through telephoning references that information 
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is brought to light as to the best way to get in touch 
with such debtors. 

After the applicant’s employment and personal refer- 
ences have been checked and a trade report obtained 
from the credit bureau, the information thus obtained 
is written on the reverse side of the application form 
and dated. Then the control man analyzes the infor- 
mation appearing on both sides of the application form 
and makes his decision. If he decides to accept the risk 
and open the account, he authorizes the credit by plac- 
ing his O.K. stamp on the face of the credit applica- 
tion and on the triplicate copies of the order form. The 
stamp shows the authorization date and the control 
man’s initials. 

The application form is printed on stiff paper stock 
and can be folded in such a way that a strip about’ one- 
half inch in depth appears at the top on which are typed 
the applicant’s name and address. After being folded, 
the application is filed alphabetically in the credit ap- 
plication file and all credit information relating to the 
account is filed inside this folder. 


Ledgers 


Four billers post statements and ledger sheets simul- 
taneously on National Cash Register bookkeeping ma- 
chines. 
carbon. 


Statements are in duplicate with a one-time 
The continuous ledger sheets (Fig. 2) are 
91” x 10” in size and are kept in alphabetical order 
in steel cabinets. 


At the top of each ledger sheet appear the custom- 
er’s name and address, together with the name of the 
branch from which his coal is delivered. Information 
about his occupation and paydays is also written on the 
ledger sheet. 

Postings are made to the following columns: date, 
weight, description of purchase, rate per ton or hun- 
dredweight, charges (i.e., total price of merchandise), 
tax, credits, balance, and old or “pick-up” balance. The 
figures posted in the tax column include a total of the 
state sales tax and the Federal Transportation tax of 
4+ cents a ton. 


The order serves as a posting medium. It reaches 
the accounts receivable department after the accounting 
department has made its analysis and the comptometer 
operators have made their extensions. But before the 
orders are ready for posting, they are handed to a con- 
trol clerk in the accounts receivable office who separates 
them into one of 40 ledger controls, and secures a con- 
trol total for each ledger. After this has been done, the 
orders are handed to two clerks who stuff them into the 
ledgers for posting by the billers. After posting, the 
orders are tied into bundles and filed by days. These 
bundles are kept on file for five years. 


Both sides of the ledger sheet are used for posting 
and the ledger sheets for each account are numbered in 
consecutive order. When a ledger sheet is filled on both 
sides with postings, it is filed in cabinets. One series 
of cabinets is used to house the old ledger sheets for 
active accounts, and another group of cabinets contains 
the inactive account ledger sheets. Inactive account 
ledger sheets are destroyed at the end of the third heat- 
ing season. 
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Credit Terms 


1. Commercial Accounts.—These are due and pay- 
able by the 10th of the month following purchase. No 
discount is allowed for prompt payment. These accounts 
represent the steam accounts, the apartment house ac- 
counts, and fuel sold on contract with daily deliveries. 

2. Domestic Fuel Accounts—To save bookkeeping 
and collection expense, customers are allowed a discount 
of 25 cents a ton if their purchases are paid not later 
than 10 days from the date of delivery. If they fail to 
take advantage of this discount, they are expected to pay 
in full by the 10th of the month following purchase. 

3. Summer Fuel Accounts.—As an incentive to cus- 
tomers to fill their coal bins during the summer months, 
30-60-90-day terms are allowed on sizeable orders. No 
down payment is required, but one-third of the purchase 
price must be paid monthly. 


4. Budget Plan.—Sales of fuel on the instalment plan 
are handled through a finance company. The fuel dealer 
takes the usual application together with a note signed 
by husband and wife for the amount of the order. This 
note is endorsed over to the finance company. The 
finance company purchases its own credit reports and 
may either accept or decline the risk. If it accepts the 
account, it notifies the fuel merchant who delivers the 
coal and charges the amount of the order to an account 
opened on its books in the applicant’s name. Then 
when the finance company’s check is received by the coal 
firm, it is credited to the customer’s account to clear his 
budget plan purchase. All payments on these budget 
accounts are made by the customer direct to the finance 
company. 

5. Ice Accounts.—Ice is sold to consumers only on 
the coupon book plan. One thousand-pound coupon 
books are available in 25- or 50-pound denominations 
and may be secured for cash, C.O.D., or on credit. Un- 
used coupon books may be redeemed for cash. When the 
customer gets her ice, she pays for it in script taken from 
her coupon book. Where these books are charged, the 
customer receives a statement on the first of the month 
for the price of the coupon book, and payment is ex- 
pected during the month following the date the book 
was charged to the account. 


Collections 
Collections are followed from age analysis sheets (Fig. 
3) on which all accounts with a ledger balance at the 
beginning of the month are listed alphabetically. These 
forms are headed up by the billers right after the 
monthly statements have been mailed. They list the 
customer’s name, address, commodity, and current ledger 
balance for each open account. Then the sheets are 
handed to the control men who complete the age analysis 
by indicating on the form what portion of each current 
ledger balance comes within the various age classifica- 
tions, such as, 1 month, 2 months, etc. 


To do this job, it is not necessary for the control man 
to refer to the ledgers. He merely checks the totals 
appearing on the previous month’s age analysis form 
with the ledger balance listed on the current month’s 
form. He deducts the balance still outstanding on the 
previous month’s analysis from the current ledger bal- 
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ance to secure the amount of the current month’s pur- 
chases and writes this figure in the “one month” col- 
umn. Then he completes the extension by copying on 
the current month’s analysis form the monthly balances 
which still remain unpaid on the previous month’s form. 
But because these totals have all become one month older 
by this time, he moves these totals over one column to 
the right; e.g., a balance of $16.00 listed in the “two 
month” column on the September age analysis will, if 
unpaid by Octoberl, be listed in the “three month”’ col- 
umn on the October age analysis. 

The age analysis forms also contain a column for 
remarks which the control men use to make a note of 
collection notices, memorandums of promises received 
from customers, and other collection data. As payments 
are received, they are marked on the analysis form by 
reducing the oldest monthly balance except when a spe- 
cific item is paid. If payment clears the entire account, 
a line is drawn through the customer’s name and the 
date of payment is stamped on the sheet. 

After the 15th of the month, the control men start 
the collection follow-up on all accounts where outstand- 
ing balances appear in any but the “one month” col- 
umn on the age analysis. They write the customer’s 
telephone number on the sheet directly above his name, 
and make a note of any other pertinent information in 
the remarks column. 

At this stage of collection, printed form notices are 
used. These notices are in the shape of an envelope, 
and each form has its own number. As the control man 
checks the analysis sheets, he indicates opposite each 
account the number of the notice he wishes to be sent. 
The stenographer then takes the analysis sheets, heads 
up the envelope notices, inserts them in window en- 
velopes, and mails them. As she types the notices, she 
stamps the date opposite the number of the notice on 
the analysis sheet to indicate that the required notice 
has been typed and mailed. 

The first notice sent is merely a reminder that pay- 
ment is due. The second, however, suggests that a 
collector will call if no response is received. If corre- 
spondence is required after the second follow-up, dic- 
tated letters are used. 

Customers usually send, their payments to the office 
in the notice envelopes, and as the upper part of this 
envelope shows the debtor’s name and address, it is torn 
off by the control man and sent with the remittance to 
the cashiers. 

Should an account become 90 days overdue, a col- 
lector’s follow-up card is made out (Fig. 4) from the 
analysis sheet. This card shows the debtor’s name, ad- 
dress, district, and merchandise, with the date and 
amount of purchase. Columns for remarks, payments, 
and balance are also included. When the card is writ- 
ten up, the analysis sheet is also noted with the number 
of the collection district and the date that the account 
is referred to the collector. 

There are three collectors, and all use automobiles. 
Each one has a district to cover and there are a num- 
ber of routes within each district which the collector is 
expected to cover on certain days. 

When placing collector’s cards in the follow-up file, 
the control man checks the ledgers to ascertain the 


debtor’s paydays. Then he files the card one day ahead 
of this payday. This is important in collecting fuel 
accounts because a personal visit to the debtor on his 
payday will usually result in payment of the arrears. 
In fact, the credit manager of this firm says this about 
fuel collections, “We watch paydays more than any- 
thing else.” 

After the card has been worked on and returned to 
the office by a collector, a brief memorandum of the col- 
lector’s report is noted on the analysis sheet by the con- 
trol man, and a letter is written to the customer. The 
card is then filed ahead in the follow-up file so that the 
account will again come to the collector’s attention at 
the proper time. For example, if he has secured a prom- 
ise of payment for the 15th, the card is filed one day 
ahead of that date. Cash is also posted to these collec- 
tion cards the day it is received. 

One problem which has resulted from the war is the 
difficulty of finding people at home. In many cases, both 
husband and wife are now working. As a result, the 
practice of telephoning the home at night has had to be 
resorted to in exceptional cases, and it has proved very 
effective. Friday night, between 6 and 8 o'clock, and 
Saturday afternoon are usually the best time for this 
type of work. 

Tracing has always been a headache in the fuel busi- 
ness and because of this, the control men make sure that 
the customer’s occupation and address are kept up to 
date on his ledger sheet. Should a statement be re- 
turned by the Post Office, the first step taken by the 
control man is to check the credit report. Then he 
checks the debtor’s place of employment and personal 
references for leads. He also calls the credit bureau to 
see if there is any later information on file there. If 
this investigation fails to disclose the debtor’s new ad- 
dress the account is dated ahead for 45 days and checked 
again then. 


Cash 


Each control man posts cash daily to his analysis 
sheets. These cash receipts may be made out by either 
the cashiers or collectors. They are in triplicate with 
a one-time carbon. If made out by a collector, he hands 
one copy to the customer, and turns in the other two 
copies with the money to the cashiers. The cashiers 
retain one and send the other to the credit department. 
On the other hand, if a payment is made direct to the 
cashiers either as a result of a personal call to the head 
office or through the mail, a copy of the receipt is also 
sent to the credit department. By two o’clock the credit 
department has all the previous day’s cash for checking 
against the analysis sheets. 


Contract Accounts 


Ice refrigerators sold on the instalment plan are se- 
cured by conditional sales agreement or chattel mort- 
gage, depending on the laws of the particular state in 
which the contract is made. Oil burners, however, are 
sold only on chattel mortgage, and if the purchaser is a 
tenant, the consent of the owner of the premises to the 
installation of the burner and an acknowledgement from 
him that the burner is personal property are always ob- 
tained. Care is also taken in installation that the 
burner does not becume a fixture to the real estate. 


(Turn to “Ice and Fuel,’ page 23.) 
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Collection Scoreboard 


August, 1943 « x 


DEPARTMENT STORES 


(Open Accounts) (Installment 


1943 


Baltimore, Md® 
Birmingham, Ala 
Boston, Mass.° 
Casper, Wyo 

Cedar Rapids, Ia 
Cincinnati, Ohio” 
Cleyeland, Ohio 
Columbus, Ohio 
Davenport, Ia 
Denver, Colo 

Des Moines, la 
Detroit, Mich 
Grand Rapids, Mich 
Huntington, W. Va® 
Kansas City, Mo 
Los Angeles, Calif.° 
Louisville, Ky 

Lynn, Mass 
Milwaukee, Wis 
Minneapolis, Minn 
New York, N. Y.° 
Oakland, Calif 
Omaha, Neb? 
Pittsburgh, Pa 
Providence, R. I 
Reading, Pa.® 

St. Louis, Mo 

St. Paul, Minn 

Salt Lake City, Utah 
San Antonio, Texas 
San Francisco, Calif® 
Santa Barbara, Calif 
Sioux City, la 
Springfield, Mass 
Syracuse, N. Y” 
Toledo, Ohio 

Talsa, Okla” 
Washington, D. C 
Worcester, Mass 
Youngstown, Ohio 
Vancouver, B- C® 


Victoria, B. C. 











DEPARTMENT STORES 


Accounts) 








©1943 figures not received at press time 


SPECIAL MEMO TO CREDIT EXECUTIVES 


We cannot urge our members too much or too often to 
make every effort possible to cooperate with their Local 
Credit Bureau Manager or Secretary in sending him the 
monthly figures for this page. The more information re- 
ceived, the more accurate the final compilation. We are 
worried because some Bureau Managers in the past year 
have written that they must discontinue supplying these 
worthwhile data because their members are not furnishing 


kok kw ke oe ke & x August, 1942 


WOMEN’S SPECIALTY 
STORES 


MEN’S CLOTHING 


1942 














it to them. We realize the spot you are in—the personnel 
prdébem is almost acute with everyone in business today— 
nevertheless we are all doing our utmost to retain what 
has been worthwhile in the past. And we surely feel that 
our monthly comparison of Collection Percentages has been 
of unlimited value to all of our members. So, won’t you 
please heed this message and send these data to your local 
Credit Bureau Manager promptly each month when re- 
quested. We will be very grateful. 
A. H. Hert. 


FORTY-TWO KEY CITIES CONTRIBUTE THESE FIGURES MONTHLY 
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The Barometer 


With munitions output rising steadily and war expenditures at close to record volume, the 
Barometer advanced to a new high record in August. 








PER CENT BAROMETER OF BUSINESS ACTIVITY | PER CENT 
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This barometer appears in the October issue of “‘Nation’s Business,’ published by the United States Chamber of Commerce. 


The Map 


Industrial activity and the volume of trade are still being 
maintained at levels copsiderably above those of last year. 
Business enters the fall months at very close to the highest rate 
that has ever been achieved, although some signs of slackening 
have appeared in several lines. Employment and national in- 
come are holding steady, and the total volume of business, as 
measured by bank transactions, is 23 per cent higher than it 
was a year ago. 

The variations among trends in different parts of the coun- 
try, which have been evident for several months, are becoming 
even more striking. Gains over the levels of a year ago are 
smallest in the East and greatest in the West. Conditions in 
the agricultural sections of the Middle West have shown greater 
improvement than they have in many of the industrial centers. 

Business is holding up well in the South and Southeast, while 
in the New England states and along the Atlantic coast it is 
lagging behind the national average. Any decline in war pro- 
duction would probably be followed by some further slowing 





down in these regions, although the increase in the production 
of civilian goods could be expected to offset any considerable 
drop in the output of munitions. 

Demand for minerals and metals has speeded up operations 
in the Mountain states, and the increase in activity over last 
year is close to the national average. The trend will probably 
be even more strikingly upward as the need for larger amounts 
of metals and minerals becomes even more urgent. 

Along the West coast both trade and industry have been 
rising much more rapidly than the national average. For more 
than two years business in this section of the country has been 
increasing faster than it has in any other and indications point 
toward still further advancement. The major industries con- 
tinue to be shipbuilding and airplane manufacturing. 

In Canada, the trends in industry, trade, and agriculture 
have been about the same as they have been in the United 
States. 
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Sudden Death of Richard Briggs 

Richard Briggs, eleven-year-old son of Clinton W. 
Briggs, Manager of the Providence Credit Bureau, 
Providence, R. I., and Mrs. Briggs, was accidentally 
shot to death on August 2 while engaged in play with a 
companion. The National Office extends to the bereaved 
family their deepest condolences. 


Virginia Lucchese in New Position 

Miss Virginia Lucchese, formerly Credit Manager of 
the Gunter Hotel, San Antonio, Texas, is now asso- 
ciated with her cousins in the Lucchese Realty Company 
in San Antonio. Miss Lucchese has been an active 
member of the National for many years, and will be 
remembered by many who made her acquaintance at 
the San Antonio Convention in 1940 when she worked 





President White at Nashville 


At a general membership meeting of the Nashville 
Retail Credit Association, Nashville, Tennessee, on 
August 16, 150 credit granters and guests heard Na- 
tional President Joe White talk on “Regulation W— 
Past, Present and Future.” Those seated at the speak- 
ers’ table, in the picture below are, left to right: P. G. 
Wright, W. L. Hailey & Co.; Marjorie Odom, Anthony 
Pure Milk Co.; Douglas Williams, Nashville Trust 
Co.; Mrs. Max E. Tilghman; Max E. Tilghman, 
Castner Knott Dry Goods Co.; Mrs. Herbert G. 
Aldred; Herbert G. Aldred, Nashville Trust Co.; Hugh 
L. Reagan, Cain-Sloan Co.; Joseph W. White, Harris 
Stores Co. Pittsburgh; E. C. Harlan, Nashville Retail 
Credit Bureau; Mrs. E. C. Harlan; and Henry N. 
Lampley, Nashville Pure Milk Co. 
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Orville Livingston 
Orville Livingston, 58, for many years Secretary- 
Treasurer of the St. Louis Association of Credit Men, 
St. Louis, Mo., died at his home on September 16, of 
heart disease. Last February, he was presented with a 
plaque commemorating 25 years of service. 


Los Angeles Stores Adopt Simplified Billing 

Simplified billing has been adopted by 10 Los Angeles 
downtown and Wilshire Boulevard stores starting with 
purchases made during September and appearing on Oc- 
tober statements. Notices were sent out to charge cus- 
tomers with the September statements, and signed by 
Bullock’s, Bullock’s-Wilshire, Desmond’s, Fifth Street 
store, J. J. Hagarty, I. Magnin & Co., The May Co., 
May Co.-Wilshire, J. W. Robinson Co. and Silverwoods. 





Positions Wanted 











Crepit, COLLECTION AND OFFICE MANAGER: 22 
years’ wholesale and retail experience. Married, draft 
exempt. Excellent references. Los Angeles area de- 
sired. Address Box 103, Crepir Wor -p. 

DEPARTMENT STORE Executive: Fifteen years’ ex- 
perience. Desires responsible position as store manager, 
superintendent, credit, collection, or adjustment manager. 
Ability and personality to meet public. Age 38. 
Married. Prefer St. Louis or adjacent territory. 
Address Box 101, Creprr Wor .p. 





Help Wanted 











OrriceE MANAGER: For large volume, high-class 
woman’s specialty store located in Tennessee. Give full 
details of qualifications, brief personal history, references, 
salary desired. Include snapshot or small photo. | Ad- 
dress Box 102, Crepir Wor Lp. 
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These contracts are usually secured by the salesmen. A 
separate control is maintained on both refrigerator and 
oil burner instalment accounts. 

After the contract has been accepted, a 3” x 5” 
follow-up card (Fig. 5) is made up showing the cus- 
tomer’s name, address, merchandise, date sold, due date, 
and amount of payments. This card is filed five days 
ahead of the due date and an advance notice (Fig. 6) 
is mailed. If payment is not made within 5 days after 
the due date, an overdue notice (Fig. 7) is sent with 
a second notice five days later. Should the instalment 
still remain unpaid 15 days after the due date, the ac- 
count is referred to the credit manager. He may write 
or phone the debtor and then set the account ahead, 
or he may make out a collector’s card and have the 
collector call. 

A payment booklet (Fig. 8) is used and is mailed in 
a window envelope to the customer as soon as the con- 
tract is approved by the credit department. It is pre- 
pared by the billers and all the credit men have to do 
is to check it against the contract. 

Customers are requested to send the booklet with 
their payments. When they do so, the amount of the 
payment is marked in the booklet which is then returned 
to the customer in a window envelope along with a 
return envelope for the next payment. If, however, 
the booklet does not accompany a remittance, a receipt 
is mailed. When the customer next sends or brings in 
her booklet, it is posted up to date upon the surrender 
of her receipts. 


If the account has been secured by a chattel mortgage” 


which has been recorded, it is always necessary to re- 
lease the chattel mortgage after the account is paid. 
This firm makes a practice of doing this not later than 
45 days after the date of the final payment. 


P. & L. Accounts 
When any account is considered uncollectible, it is 
charged off immediately regardless of its age. The con- 
trol men bring these accounts to the credit manager and 
secure his approval before they write them off. P. & 
L. accounts are followed up regularly. A separate fol- 
low-up card is used for this purpose, and special jackets 
are used to house all P. & L. accounts (Fig. 9). De- 
tails of the account are filed inside the jacket. 





N. A. C. M. Petroleum Division Conference 

The annual conference of the Petroleum Division of 
the National Association of Credit Men will be held in 
St. Louis on October 25, 26 and 27. Many important 
subjects have been selected for Open Forum Discussion. 
Mr. J. Gordon Dakins, Educational Director of the 
National Retail Credit Association, will be one of sev- 
eral speakers appearing on the program. The practice 
of making a verbatim record of Open Forum discus- 
sions for the minutes will be discontinued in order to 
encourage free discussion. Instead, a brief summary 
of the principal points brought out is considered more 
valuable and will probably be made for reference pur- 
Poses. 











SOLDIERS’ sno SAILORS’ 
CIVIL RELIEF ACT 


WAIVER FORM 


PREPARED IN RESPONSE to the re- 
quests of financial institutions for a separate 
waiver form—a companion form to our 
GUARANTEE and WAIVER which has 
enjoyed such widespread distribution. 








THIS NEW FORM is a separate waiver 
and designed for use in connection with 
guarantees, notes and comaker contracts. 


MOST RETAILERS have found that our 
GUARANTEE and WAIVER form fully 
meets their needs. Why? Because it is 
valid under the provisions of the Relief Act; 
it is a waiver and guarantee combined; and 
the guarantor has only one document to 
sign. 


FINANCIAL INSTITUTIONS, however, 
have not been able to use the GUARAN- 
TEE and WAIVER form in connection with 
comaker paper. What they require is a 
separate waiver form. Then there are some 
retailers who have their own guarantee forms 
which they wish to use along with a sepa- 
rate waiver. 


IT IS TO MEET the needs of these credit 
granters that this new SOLDIERS’ and 
SAILORS’ CIVIL RELIEF ACT 
WAIVER FORM has been prepared. It 
complies with all the requirements of the 
Relief Act, and the actual text of the ap- 
plicable provisions of the Act is also printed 
on the reverse side. 


FOR BEST RESULTS, should be used in 
duplicate and copy handed to guarantor, 
endorser, surety or comaker. Blocked in 
pads of 100. Actual size 4”x6”. Printed 
in black ink on goldenrod paper. 





1,000 for $2.00 





NATIONAL RETAIL 
CREDIT ASSOCIATION 


Shell Building & St. Louis 3, Mo. 
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William S. Radway 


William Sumner Radway, one of the founders of the 
National Retail Credit Association, died of heart dis- 
ease at his home in Coral Gables, Florida, on June 20. 

From 1907 to 1933, Mr. Radway was Treasurer and 
General Manager of the Credit Reporting Company of 
New England. He sold this business to the Merchants’ 
Credit Bureau, Inc., Boston, in September, 1933. At 
one time he was Manager of the R. G. Dun office in 
Worcester. 

He was very active in the affairs of the National 
Association of Mercantile Agencies, having served at 
various times as President, Secretary and General Man- 
ager of that organization. He was one of those who, 
in 1912, went to Spokane to found the National Retail 
Credit Association, then known as the Retail Credit 
Men’s National Association. He was active and aggres- 
sive in the development of the policies of both organ- 
izations and deserves much credit for their growth. He 
faithfully attended annual conventions in the early years 
of the National and will be remembered by many of 
the “old guard.” 

Mr. Radway is survived by his wife and two sons to 
whom we extend our deepest sympathy. 





Ned Barnes in Hospital 
Former National President, E. K. Barnes, First Na- 
tional Bank, Spokane, Washington, recently underwent 
an operation at St. Luke’s Hospital in Spokane and ac- 
cording to word received is getting along nicely. We 
hope that he will soon be completely recuperated and 
back on the job again. 





A. C. Broussard Killed 


Adrian C. Broussard, 54, Credit Manager of the 
Texas Electric Service Company, Fort Worth, Texas, 
was killed when he fell across a live wire after the 
automobile in which he and others were riding collided 
with a utility pole, on their return home from work on 
September 4. He was a charter member, a director and 
past president of the Fort Worth Retail Credit Men’s 
Association, a former director of the Associated Retail 
Credit Men of Texas, and for many years a loyal and 
active member of the National Association. 





District Four at Atlanta 


The annual election of officers and directors of Dis- 
trict Four (comprising Alabama, Louisiana, Mississippi, 
and Tennessee) took place at the Southern Conference 
in Atlanta, August 17 and 18. Hugh Reagan, Credit 
Manager of Cain-Sloan, Nashville, Tenn., was reelected 
National Director, and T. A. Nickel, McKelvey-Coats 
Furn. Co., Inc., Birmingham, Ala., was elected Alternate 
National Director. Other officers and directors for the 
ensuing year are: President, P. G. Wright, W. L. 
Hailey & Co., Nashville, Tenn.; Vice-President, Evans 
Roberts, Welsh & Levy Clo. Co., Baton Rouge, La. ; and 
Secretary-Treasurer, Rhue Roberts, Bell’s Booteries, 
Nashville, Tenn. Directors: Joe Sullivan, Morris Plan 
Bank, Knoxville, Tenn.; R. W. Webb, Webb’s Cash 
Store, Jackson, Miss.; Chas. L. Boykin, Louis Wiesel, 
Inc., Tuscaloosa, Ala.; Kaa F. Blue, Foundation Plan, 
Inc., New Orleans, La.; Miss Stella Murphy, Citizens 
Savings, Chattanooga, Tenn.; and Miss Sue Neal, Brown 
Service Funeral Homes Co., Inc., Birmingham, Ala. 

















Shown actual size 





A New STICKER that speaks for itself 


| MEMBER 
NATIONAL RETAIL CREDIT ASSOCIATION 


An embossed sticker in blue ink on 
gold paper—for use on all credit cor- 
respondence and statements. An edu- 
cational item that carries a dignified, 
effective message. For use by members 
only. 

Price, $3.00 a thousand. No. D-4 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis 3, Mo. 
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Che Springfield Retail Credit Association, recently 
elected the following officers and directors for the ensu- 
ing year: President, Fred Jackman, Sedgwick Furn. 
Co.; Vice-President, Opal M. Spencer, Heer’s Inc.; 
and Secretary-Treasurer, Faye Moffitt, The Credit 
Exchange. Directors: Eugene A. Phillips, Heer’s Inc. ; 
Arthur Rubenstein, Rubenstein’s Store; Chas. James, 
Ed. V. Williams Clo. Co.; and Ralph Moffitt, The 
Credit Exchange. 


Birmingham, Alabama 


Following are the newly elected officers and directors 
of the Associated Retail Credit Managers of Birming- 
ham for 1943-1944: President, E. C. Hufham, Stand- 
ard Clothing & Furnishing Co.; First Vice-President, 
H. D. Howell, Sears Roebuck & Co.; Second Vice- 
President, G. D. Brooks, Alabama Power Co.; Third 
Vice-President, Mrs. Louise Webb, Jefferson Hospital ; 
and Secretary-Treasurer, W. V. Trammell, Merchants 
Credit Association. Directors: Ben Y. Cooper, Odum, 
Bowers & White; H. E. Baird, Southern Bell Telephone 
Co.; T. A. Nickel, McKelvey-Coats Furniture Co.; 
Irving Gladstone, Industrial Loan & Finance Co.; E. L. 
Goodman, Burger Phillips Co.; Mrs. Lucille Hyche, 
McEachern Furniture Co.; Joe P. Penick, First Na- 
tional Bank; F. B. Burns, Pizitz Department Store; 
Wilburn Callender, Engel Realty Co.; Vernon Harris, 
Harris Flower Shop; Mrs. Knighton H. Douglas, Zac 
Smith Stationery Co.; Mrs. Virginia Morgan, Lane 
Drug Co.; W. V. Beddow, Bromberg & Co.; and J. P. 


Northrup, Parisian Department Store. 


Jacksonville, Florida 


Following are the new officers and directors of the 
Retail Credit Men’s Association, Jacksonville, Fla.: 
President, E. L. Witt, Purcell’s Inc.; Vice-President, 
Rudy Moss, Young Men’s Shop; and Secretary-Treas- 
urer, H. C. Sedding, Rhodes-Futch-Collins Furn. Co. 
Directors, Walter F. Koch, Florida Tent & Awning 
Co.; Jos. H. Riggs, Florida National Bank; A. O. 
Jenkins, Duval Jewelry Co.; J. J. Tibbs, Cohen Bros. ; 
J. W. Markham, Jr., Jacksonville Furn. Co.; M. G. 
Phillips, Furchgotts; and E. W. Rogers, Mather Furn. 
Co. 


District Ten at Spokane 


This year’s officers and directors for District Ten are: 
President, Thos. McCormick, Chas. F. Berg, Inc., 
Portland, Ore.; Vice-President, Wm. J. Bell, Canada 
Permanent Mortgage Corp. Ltd., Vancouver, B. C.; 
and Secretary-Treasurer, Thos. Downie, Retail Credit 
Grantors’ Bureau Ltd., Vancouver, B. C. Directors: 
Ralph Glocer, H. L. Stiff Furn. Co., Salem Ore.; Mrs. 
Helen M. Lybold, Weinberg’s Ltd., Butte, Mont.; J. 
A. Campbell Smith, Hudson’s Bay Co., Calgary, Alta.; 
Henry Fleenor, C. C: Anderson Co., Boise, Idaho; and 
E. G. Stevens, Fisher’s Ltd., Tacoma, Wash. 
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Sales and Collection Trends 
August, 1943, vs. August, 1942 


Compiled by Research Division, National Retail 
Credit Association 


Arthur H. Hert, Research Director 
CF" sae SALES decreased 3.1 per cent during 


August; total sales increased 19.0 per cent; and 
collections increased 6.7 per cent, in the United 
States and Canada, as compared with August, 1942. 
While the average collection percentage is above 1042, 
the figure has continued to reduce during the past few 
months. Credit sales continue to decrease while total 
sales increase monthly. 
Highlights of the monthly analysis are shown in the 
tables below: 


Highlights for August 


35 Cities reporting. 
10,096 Retail stores represented. 


COLLECTIONS 


Cities reported increases. 

Was the average increase for all cities. 
Was the greatest increase (Bryan, Texas). 
Cities reported no change. 

Cities reported decreases. 


Was the greatest decrease (Wheeling, 
W. Va.) 


CREDIT SALES 
Cities reported decreases. 
Was the average decrease for all cities. 
Was the greatest decrease (Houston, 
Texas). 
Cities reported increases. 
Was the greatest increase (Miami, Fla.). 


TOTAL SALES 
Cities reported increases. 
Was the average increase for all cities. 
Was the greatest increase (Bryan, Texas). 
City reported no change (Cheyenne, 
Wyo.). 
Cities reported decreases. 
7.0% Was the greatest decrease (Youngstown, 
Ohio). 
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William H. J. Taylor-- 


William H. J. Taylor, known as the father 
of the Associated Retail Credit Men of New 
York City, died at the age of 90 at his home 
in East Orange, New Jersey, on August 31. 
Mr. Taylor was Credit Manager of Franklin 
Simon & Company for 17 years and during his 
last year with the store served as Assistant 
Treasurer. He was the prime factor in the 
organizing of the New York Credit Men’s 
Association, and was also a director until his 
retirement in 1925. 

Prior to going with Franklin Simon’s, Mr. 
Taylor was with B. Altman & Company, Stern 
Brothers, and the old original store of A. T. 
Stewart and Company. He was a Past Presi- 
dent of the National Retail Credit Association. 

Mr. Taylor was one of the first Credit Man- 
agers to realize the need of a central file in 
which the merchants could record all their 
ledger experiences including the accounts not 
paid satisfactorily. It was but a short time 
following our Omaha Convention in 1917 be- 
fore an activity began to manifest itself in 
retail circles in New York City, and the credit 
for that movement, which culminated a few 
months later in the organization of the Asso- 
ciated Retail Credit Men of New York City, is 
due to him and to his persistent, faithful and 
unselfish efforts for its establishment. 

After Mr. Taylor retired from active credit 
work, he maintained his interest in the New 
York Association; was the official greeter at 
all golf tournaments, and even during the last 
three years, when he was confined to his 
home, he wrote regular letters to the Bureau 
offices commenting on the articles in the Bul- 
letin which was sent to him regularly. 

He is survived by three daughters, Mrs. 
May Chichester, Miss Clara Taylor, and Mrs. 
Nell Rack; a granddaughter, Mrs. Louis Mil- 
timore; and two great-granddaughters, Cyn- 
thia and Nancy Miltimore, to whom we extend 
our deepest sympathy. 

L. S. Crowder. 
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Small Loan Laws of the United States ( Pollak 
Foundation for Economic Research, Jaffrey, New Hamp- 
shire, pamphlet No. 37, ten cents)—The fifth edition of 
this pamphlet shows far-reaching changes since Janu- 
ary, 1940, in the personal finance business. Virtually all 
of these changes are in the right direction. In 1940, 
there were twenty-six states with effective regulation; 
now there are thirty-one. The three jurisdictions which 
have joined this group during the past year are Colo- 
rado, Idaho, and Nebraska. Also in 1940, there were 
thirteen states with no small loan laws whatever; now 
there are only five. Of the states which do have small 
loan laws, nine have laws which are largely or wholly 
inoperative. One of the most notable of the forward 
steps reported in the new pamphlet has to do with Ne- 
braska. This year Nebraska eliminated the confusing 
rate sections of its small loan law, and became the first 
state to provide for complete charges on the basis of a 
percentage of unpaid principal balances, not only for 
small loan companies but also for industrial companies 
and banks. 

Uy 


The Financing of Large Corporations, 1920- 
1939 (National Bureau of Economic Research, 1819 
Broadway, New York 23, N. Y., 141 pages, $1.50)— 
Large corporations, with total assets over five million, 
are responsible for almost half of all American business, 
although in number they are actually little more than 
one per cent of the total. The financial behavior of 
large corporations has important repercussions on the 
whole of American economy. Using balance sheet data 
from published and unpublished sources, the author, Dr. 
Albert R. Koch, analyzes the ways in which large cor- 
porations have been financed over the two critical decades 
between the two world wars. 


Ly 
Pamphlets on Consumer Credit 


One Hundred Problems in Consumer Credit. 
No. 35. For use by classes in mathematics and in con- 
sumer economics. Third edition, 1943. 


Loan Sharks and Their Victims. No. 38, Sec- 
ond edition, 1942. 


Instalment Selling: Pro and Con. No. 43, 1941. 


Damming and Diversion of Consumer Credit. 
No. 45. Wartime Measures for the Regulation of 
Money Lenders and Instalment Sellers, 1942. 

The above pamphlets are ten cents each, $7.00 per 
hundred, postpaid. Order by number from the Pollak 
Foundation, Jaffrey, New Hampshire. Send check or 
postage stamps with order. A list of other pamphlets 
sent on request. 
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c Announcing 
BETTER LETTERS SERVICE 


Conducted by J. GORDON DAKINS, Educational Director 
National Retail Credit Association 


DO YOUR LETTERS 
(MAKE A GOOD IMPRESSION? 


very letter you write makes an impression— 
E good or bad. You are helping to build, or 
destroy, the reputation of your firm. True, your 
collection letters may get the money these days, 
but do they also retain customer goodwill? 


Haven't you often wished there was some way 
you could improve your credit letters—some serv- 
ice, perhaps, that would come to you regularly 
to show you how to make your letters more 
human? Admitted, there are many excellent 


textbooks on business correspondence available. 


But what you want—judging from the requests 
that have come to the National Office—is some- 
thing more than a textbook. You are looking for 
a better letter service designed exclusively to 
streamline your correspondence—a service that 
will combine model credit letters for your own 
use and practical suggestions for the improvement 
of your own letters. 

Such a service is now available! 





Here’s what you'll get: 


1, Every month, you will receive copy for 
five new credit department letters that 
you can use as they are or change to fit 
your needs. Included are model collec- 
tion letters (some of which tie in with 
Regulation W), letters to revive inactive 
accounts, credit sales promotion letters, 
adjustment letters, and others styled to 
handle specific credit problems. 


2. Every month, too, you will receive a 





All for $15°° a Year 


Less than five cents a day 


three-page Better Letters Bulletin filled 
with practical, usable suggestions that 
will help you to write better letters—and 
show you how to use letters to build 
goodwill, to bring back old customers, 
and get new ones. 


3. Advisory service. The privilege to 
submit, once each month, one of your 
own letters for unbiased advice and con- 
structive criticism. 








J. GORDON DAKINS, Edxcatiounal Director 
, National Retail Credit Association 
}, 1941. Shell Building, St. Louis 3, Mo. 


Credit. 


on an Please enter my subscription for your Better Letters Service for one year, price $15.00. 
I 


Check enclosed [J Mail bill FJ 


00 per 

Pollak 
heck or 
mphlets 


Name 











Position- 





Firm Name and Address. 
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a The Sixth Day... 


I do not 
believe it is within the power of government to accom- 
plish these desirable and necessary objectives on its own, 
through deficit spending and arbitrary reshuffling of 
wealth, certainly not for more than a short period. And 
it is not within the power of private industry to accom- 
plish them unless government can be made to realize 
that there must be a less punitive and confiscatory atti- 
tude than that of the thirties, more of an incentive to ex- 
pansion and the taking of risks. Happily, we see a 
growing trend in the direction of recognizing these 
things, an increasing interest in incentive taxation, etc. 
It is this sort of thing to which I refer as indicative of 
the need for planning and working together as partners. 


dustrial economy, a necessary labor reserve. 


Also at St. Louis, I referred to the adequate demon- 
stration that the production necessary to support such 
huge income and activity was obtainable, that the his- 
toric danger spot to full industrial activity was the dis- 
tributive system which breaks down and makes it neces- 
sary to slow or stop the productive wheels. I main- 
tained that consumer credit, with which you and I are 
engaged was a key to the distribution bottleneck, un- 
leashed and properly handled could become the means 
of insuring the demand for the consumption of goods 
that would keep the wheels turning. 


Plan and Reason Together 


Unless we can plan and reason together it may be 
highhandedly assumed that since most government credit 
is essentially consumer in nature it should be used ex- 
tensively to maintain markets for consumer goods. Large 
public expenditures under such circumstances would 
compete with private expenditures for goods and services 
as well as for labor. One or the other would have to 
take precedence, and experience shows us that business 
cannot compete with government when government does 
not want it to do so. Further expansion of this kind of 
credit after the war, superimposed upon the staggering 
public debt would lead to the channeling of all credit 
resources to public uses, become a guarantor of the 
state socialism which we all profess to abhor and against 
which we have been supposedly waging war. ‘Then, 
too, public borrowing for consumption purposes presup- 
poses wide distribution which must take the form of 
relief payment, PWA’s, extensive public service for the 
consumer, etc. 


I want to leave you with a somewhat different con- 
cept of consumer credit and its place in the economy. 
We have been wont to think of credit as either produc- 
tion credit or consumption credit. The one added to 
the wealth because it was producing something not there- 
tofore possessed, whether it be a locomotive or a crop 
of grain. As such, it represented increasing value, was 
a bankable asset, an object of widespread competitive 
development in the field of credits. Built upon them it 
thrived. It became the demonstratedly capable side of 
the economy, too often produced more than consumers 
could absorb, had to throttle itself through no fault in- 
herent in itself. On the other hand, consumption and 
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consumption credit were associated with the idea of the 
destruction of these same goods and services, were there- 
fore regarded as of questionable, if any, bankable worth. 


How unbecoming it is that this philosophical hang- 
over from the age when human values and the worth of 
human happiness were at low ebb should be carried over 
into this so-called enlightened period. Consumption of 
the products is creative of wealth, that immeasurable 
wealth, which comes from human health and happiness, 
dreams realized and social contentment. It has been ill 
named for it is the final step in the productive process, 
the one which brings it to full fruition. 


Business and government alike must now bridge this 
gap in thinking by recognizing that production and con- 
sumption and the credits applied to them are equally 
important in our whole economy. Production and con- 
sumption or distribution are interdependent, must keep 
pace for health. Capital or credits applied to one of 
these dual arteries of our economic life is as “produc- 
tive” of economic health as are those applied to the 
other. But it is now the distributive, the consumption 
side of our economy, which is in great need of planned 
development. We must apply credit to this segment as 
we have already applied it to production. To the de- 
gree that we can improve our distributive system by the 
sound use of credit, we can produce full economic em- 
ployment which is essential to our postwar world. 


This gives you some idea of the measure of planning 
and thinking and orienting to the whole which lies be- 
fore us in our own field. We have much to do, many 
ideas and beliefs to explore and to sell. We have to 
make our contribution to the plans of others and fit our- 
selves into those plans. We have to struggle for the 
foundation of the blueprinted changes on the old frame- 
works for otherwise we will lose all that has been good 
in a system that has produced the world’s highest stand- 
ard of living. We have to lend our weight to the re- 
jection of the ridiculous and unsound from the blue- 
prints. We must sit down with our partners, govern- 
ment and other business and play the game of give and 
take for the common good, that we may hand on to our 
children a better and a more profitable world than 
that we found. 


We Must Be About It 


And we must be about it. The war draws toward 
its close at accelerated pace. All observers have moved 
forward their guesses as to its end and some event tak- 
ing place overnight may cause them to move it forward 
again while we are talking. Postwar plans will become 
operative when the last gun is fired or even before. 


I started this paper with the first words of the first 
chapter of Genesis. I want to give you the last words 
of that chapter which has told the story of the greatest 
creative accomplishment. They are: “4nd the evening 
and the morning were the sixth day.” We of the con- 
sumer credit trades have almost a complete job yet to 
be done. Other trades seem to have done little better. 
And the time has become short, the hourglass is run- 
ning out, it is verily the evening of the sixth day. 
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Are You Ready 


FOR POSTWAR COMPETITION ? 


When peace comes, many of us will face 
some real problems. It will be a time of 
strain and opportunity. Competition will be 
sharper— mediocrity will suffer and ability 
rise to the top. The farseeing person will 
prepare for this. He will increase his knowl- 


N.R.C.A. EXTEN 


Two courses are available. The course on RETAIL CREDIT 
FUNDAMENTALS, based on the textbook by Dr. Clyde 
Wm. Phelps, is a “‘must”’ for the newcomer in credit 
work; and for the credit correspondent the course on 
STREAMLINED LETTERS prepared by Capt. Waldo J. 
Marra, will provide a training which will inspire con- 
fidence. 


Upon enrollment you receive a copy of the textbook on 
which the course is based. A series of questions covering 
each chapter is then sent weekly from the National 
Office. You are expected to submit your answers to 
St. Louis where your work is graded. There is no final 
examination—but you are given a final grade on the 
basis of marks made weekly throughout the course. If 
you grade 70 or better, a Certificate of Proficiency is 


edge and skill now to safeguard what he 
has and be ready for the new opportunities 
of the future. If you are that man or woman, 
the National Home Study Plan will help you 
prepare for today’s responsibilities and 
tomorrow's opportunities. 


ION COURSES 


awarded you. Your employer is notified of your success- 
ful completion of the course. 


The price of each course is only $5.00. This covers 
everything—the cost of the textbook, the weekly quiz 
and ratings, three issues of the CREDIT WoRLD, and the 
Certificate upon successful completion. At this low 
price, everyone can afford to enroll. The textbooks alone 
retail at $4.00 a copy. 


Think it over! Is your future progress worth an invest- 
ment of $5.00, plus a few hours of home study each 
week? Remember—every man and woman who wants 
a more complete knowledge of credit and letter writing 
needs this help. Enroll now, and prepare for a bigger 
job! Do it TODAY. 


Here's Proof of the Value of Training the N.R.C.A. Way 


Scores of credit granters are studying these courses today. Their enthusiasm has exceeded 
all expectations. Here are just a few of the many appreciative comments from those who 
have completed N. R. C. A. Extension Courses: 


Clarence E. Wolfinger, Lit Brothers, Phila- 
delphia 

“Your course in credit correspondence should be 
on the “‘must”’ list of everyone who has occasion 
to write business letters. Anyone who completes 
this course promotes his own welfare as well as 
benefits his relations with the customer. It gives 
one of the best returns on the market today for 
the money invested.” 


Mrs. Isabel M. Tilley, Harry Coffee, Inc., 
Bakersfield, California 


“Thank you for the kind and personal super- 
vision you have given to me during the twelve 
weeks of this extension course. This is a course 
that should be taken by every executive in any 
position. It is time well spent.” 


maATL 


J. Gordon Dakins, Educational Director, 
National Retail Credit Association, 
Shell Building, St. Lovis 3, Mo. 


I enclose check 
CREDIT FUNDAMENTALS (Price, $5.00) 
Name 

Address 


City. 


es oe 


____money order for $ 


Miss Alyce Vanden Berg, Passaic & Bergen 
County Credit Bureau, Paterson, N. J. 

“The course in Retrarm. Crepir FUNDAMENTALS 
has benefited me because I work in a credit 
bureau and only knew that side of the story. This 
course has helped me to know just what goes on 
in the store from the time the applicant applies 
for an account to the time the account is paid.’”’ 


Mrs. Pauline Richardson, Swenson Motor Co., 
Wichita, Kansas 

“Your course, “STREAMLINED LeETTERS”’ has 
benefited me very much in helping me to form 
more original and interesting letters. The differ- 
ence in the response to them is surprising. This 
is truly a course that would help anyone in any 
phase of letter writing.’’ 


or STREAMLINED LETTERS (Price, $5.00) 


Occupation 


mee eS 


couPoOnN 


F. H. Koch, Jr., Schuneman’s Inc., Saint Paul. 
**Your course in STREAMLINED LETTERS was most 
helpful and I want to express my appreciation to 
the National Retail Credit Association for offering 
such an educational feature. The course was an 
inspiration to better letter writing. It was of value 
to me, and I think that anyone who takes the 
course will benefit greatly from it.’’ 


Miss Mary Ellen Hagen, Merchants Associa- 
tion of Bakersfield, Inc., Bakersfield, Calif. 
“The National is to be congratulated for the fine 
work they are doing in making it possible for us 
to improve ourselves. The course on STREAMLINED 
LETTERS, in my opinion, is most efficiently pre- 
sented. It is thorough, concise, and to the point. 
The benefits I’ve derived are many.” 


TODAY 


_. Please register me as a student in the N. R. C. A. Extension Course on RETAIL 
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UNAUTHORIZED CHARGE NOTICE 








Your patronage and goodwill are sincerely appreciated. In fact, we hope that every- 
thing we do will contribute to the continuance of this happy relationship. 


The new Government Regulations, however, have placed a number of new duties 
upon us. One of them, for example, requires us to ask for immediate payment of 
the purchase listed below, or the return of the merchandise. 


It is, therefore, with sincere regard for you as a valued patron that we ask you to pay 
this small sum. If you can also include in your check the amount in default, we shall 
be very grateful. 


This will restore your charge account to its customary excellent standing and you 
will be able to use it at once. 


Amount of purchase $ Date purchased 


Amount in default 











ue LATEST in our Regulation W series. For use in connection with 
unauthorized charge sales of $5.00 or less. Enables credit granters to conform 
with government requirements and still retain customer good will. 

No need to type a letter. Simply fill in the form—use pen and ink, if you 
wish—and mail in a window envelope. A real timesaver for both the large 
and small store . . . especially valuable these days when personnel problems 
are so acute. 

Designed to collect both the amount of the unauthorized purchase and 
the amount in default. For best results, should be used in duplicate and copy 
retained for inspection purposes. Actual size 614" by 7". 


Special Price—$2.00 a Thousand, Plus Postage 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING «© «© e« -« e e ST. LOUIS 3, MO. 
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“Retail Milk. Accounts” 


seeggggggevii #2001711 (Beginning on page 8) SRNR 
takes een out the next morning when he goes out 
on his route. 

Route books should be checked with salesmen fre- 
quently. The more often this is done, the better condi- 
tion in which you will find the accounts, and it will also 
bolster the salesman and keep him on his toes. It is 
amusing to note some of the addresses the salesmen 
have in their route books especially in territories on the 
outer edges of the city or in rural territories, and trailer 
camps. For instance: “Mottled trailer against South 
fence”; “Doades, Ist East of his brother’; “Against 
fence, blue with mud on East end”; “Near cinder 
road” ; “House back of Jones”; ‘‘7th house on right past 
bridge on Oak Hill Road.” 

With all these conditions, dairies are able to operate 
with a minimum credit loss. Under present employment 
conditions people should be able to pay their bills. 
But, when the war is over, and the war plants begin to 
close and people move away, then the milkman will 
really have to be on the job, and the dairy credit man 
will have plenty to worry about. 

In leafing through the route book with the salesman, 
you will come across accounts that need attention. 
Many questions are asked regarding the slow accounts, 
and from the information given, over a period of time, 
you begin to get a cross section of life. Our customers 
come from all walks of life, rich and poor. This check- 
ing of the route book is very interesting. In fact, you 
gather many human and interesting stories. Life’s 
drama unfolds—laughs, family quarrels, sickness. Your 
milk salesman could tell you of many stories and ex- 
periences if he weuld. Regardless of what happens, 
you can depend on your milkman to bring to your 
home day after day Nature’s best food—Milk. 


$555555555555553554355555311155551555555155159455552465553445425555595044521455534154252442133242213220022145 


“Furniture Retailer” 


tomers. Most customers understand that the quality of 
service and variety of merchandise available today are 
not what they were in the past. They are willing to make 
allowances for slow and imperfect service. But one 
thing they will not make allowances for is the attitude 
of “take what you can get and like it.” They have 
long memories, and so have their families and friends. 
They will remember when goods are again plentiful 
the degree in which we treated our customers with 
courtesy and consideration when we had more cus- 
tomers than we could accommodate. Let’s not throw 
away good will by shortsightedness. 

Eternal vigilance is not only the price of liberty, it 
is also the price of security, happiness and everything 
that is worthwhile. 


New Manual on SKIP TRACING 


Every credit department employee and merchant 
should be familiar with skip tracing pro- 

cedure. This course now in the second edi- #200 
tion, teaches you how. Get your copy now. — 
Merchants Credit & Collection Bureau + 16100 Ventura Bivd., Encino, Calif 
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“I will be pleased to serve as a member of the committee 
being organized to study credit terms and policies for the 
postwar period. It is my belief that such a comprehensive 
program at this time will do much to improve what other- 
wise might be a difficult period immediately following the 
end of the war.”—Carl A. Bimson, Vice-President, Valley City 
National Bank, Phoenix, Arizona. 


& 


“At a meeting of the Board of Directors, our Asso- 
ciation went on record as being heartily in favor of 
the resolution for free enterprise in the granting of 
retail credit adopted by the Retail Credit Forum in 
St. Louis. In the motion, the Code of Ethics of the 
N. R. C. A. was also endorsed.”—Dorothy M. Mc- 
Cormick, Secretary, Commercial Association of Scran- 
ton, Scranton, Pa. _ 


“We believe that postwar credit planning is such an in- 
tangible thing and is almost boundless as to what might be 
included. We have a very definite opinion that there should 
be no government credit regulations of any kind after the war. 
Each community should adopt for itself rules and regulations 
for business to comply with. For example, for deferred ac- 
counts there may be a minimum down payment, maximum 
terms and maximum service charge, these to indicate ceiling 
or floor basis. We look with favor on the immediate use of 
a questionnaire to ascertain the wishes of our local mem- 
bers.”—Jno. K. Althaus, Secretary-Treasurer, Associated Retail 
Credit Men of Washington, D. C. 


& 


“I thoroughly enjoy reading The CREDIT 
WORLD and feel that any credit executive who is 
without it is missing a great deal of good substantial 
information that could be his ticket to better ideas 
and the successful furtherance of his department.”— 
R. L. Comer, Credit Manager, Perkins Bros. Co., 
Longview, Texas. an 


“I want you to know that your course in Streamlined Let- 
ters has paid me substantial dividends. In one case, by fol- 
lowing the methods prescribed in the chapter on adjustments, 
we were able to affect full settlement of a doctor account of 
$138.00 where the patient asked for a discount for making 
lump sum settlement. It was a bigger thrill to have had my 
letter get results than to make the collection and earn the 
commission. In many lesser accounts your lessons have been 
the means of surprising results. May your good work reach 
more and more people.”—Geo. D. Kelsey, Secretary, Valley 
City Credit Bureau, Inc., Valley City, N. Dak. 


& 


“Naturally, we are all giving considerable thought 
to retail credit for the postwar period. A great re- 
vival of charge business and the inclination on the 
part of certain merchants to drop the bars on credit 
terms is something we must prepare for.” 


Pearce, Credit Manager, Frankel’s, Des ‘Moines, 


Iowa. 
e& 


“I shall be only too glad to serve as Chairman of the Post- 
war Planning Committee for Birmingham. We believe, down 
here, that quite a lot can be done, which will be of enormous 
benefit to all in the retail credit field, and you can depend on 
us for any work which the Chairman may designate that we 
do."—T. A. Nickel, Credit Manager, McKelvey-Coats Furni- 
ture Co., Inc., Birmingham, Ala. 


e& 


“Each time an issue of The CREDIT WORLD 
is received, I marvel at the wealth and variety of its 
content. The interesting and authoritative articles 
are most timely and provide essential, if not vital, 
information for both credit granter and bureau man- 
ager. It is a grand publication.’ ’—Max Meyer, Gen- 
eral Manager, Nebraska Credit Co., Lincoln, Neb. 


CREDIT WORLD 31 
OcToBER, 1943 





D0 YOU 


WAN 


SPLITAPAYMENTS 
and 


EARLY CLOSING DATES 




















Members of Notional Retail Credit Associ 
are naturally pleased that Amendment No. to to Regul 
tion W—which became effective on September 1, 1943—c@ 
tains no provisions of a restrictive nature. ‘This action 
the Board of Governors of the Federal Reserve System 
directly in line with the thoughts of our membership as @ 
pressed in the following resolution of the Retail Credit For 
held in St. Louis last June: 


WHEREAS, Regulation W is an emergency measure, and 
WHEREAS, credit granters are now familiar with its provisic 


NOW, THEREFORE, BE IT RESOLVED, that this Ret 
Credit Forum recommend that no further changes of a restricti 
nature be made in the regulation. 


Moreover, the fact that, under this new amendment, stor 
are now permitted to adopt cycle billing under specified a 
cumstances is also welcome news to some of our membef 
This change was advocated by us at a conference with officia 
of the Federal Reserve Board in the latter part of Februa 
and subsequently by letter on March 17, 1943. 


However, there is still a widespread feeling that Amend 
ment No. 10 should have included provisions permitting sp 
payments on charge accounts and early closing dates ff 
those retailers who wish to operate on this basis. Resolutio 
requesting these changes in the regulation were passed 
N.R.C.A. District No. 10 (Pacific Northwest) at its confere 
last spring and also by the Retail Credit Forum. But rega 
less of these definite indications of a desire for such changé 
the Board, for some reason or other, has failed to incorpord 
them in the regulation. 


Your National Office has exerted its best efforts in 
endeavor to secure these needed changes. It is prepared 
continue to do so, but your help is necessary. Let us knd 
your wishes and write us at once giving us your opinid 
Back it up with all of the facts at your disposal. | will be} 
Washington on October 15 and will be glad again to bri 
your recommendations to the attention of the Federal Rese 
Board. 


L.. S. CROWDER 
General Manager-Treasuré 
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